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Outsourcing  from  Accenture  doesn't  merely 
improve  the  economics  of  a  business.  It 
improves  performance  as  well.  Drawing  on 
insights  from  more  than  650  outsourcing 
engagements  in  more  than  100  countries,  we 
can  manage  processes  more  productively,  and 
more  in  tune  with  your  business  objectives. 
It's  not  just  collaboration.  It's  harmony. 


Business  Process  Outsourcing 

•  Customer  Contact 

•  Finance  and  Accounting 

•  Human  Resources 

•  Learning 

•  Sourcing  and  Procurement 

•  Industry-specific  Services:  Airlines,  Insurance, 
Health,  Pharmaceuticals,  Utilities  and  more 


Application  Outsourcing 

•  Application  Development 

•  Enhancements  and  Upgrades 

•  Application  Maintenance  and  Support 

•  Testing  Services 

•  Capacity  Services 


Infrastructure  Outsourcing 

•  IT  Spend  Management 

•  Data  Center  Services 

•  Service  Desk 

•  Security  Services 

•  Network  Services 

•  Workplace  Services 


Visit  accenture.com/outsourcing 
•  Consulting  •  Technology  •  Outsourcing 


Outsourcing  for  High  Performance 


accenture 


High  performance.  Delivered. 
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Keep  Your  |  J  Budget 


The  pressure  on  internal  systems  is  increasing  -  litigation  is  up  43%,  the  volume  of  unstructured 
content  is  growing  at  a  rate  of  61  %  per  year  and  budgets  are  frozen.  To  regain  visibility  and  control  of 
both  risk  and  costs,  existing  data  must  be  identified,  categorized  and  culled  in  accordance  to  the 
Federal  Rules  of  Civil  Procedure  (FRCP)  guidelines  and  company  governance  policies.  New  information 
processing  strategies  must  be  adopted  and  innovative  technologies  implemented  to  achieve  critical,  quantifiable  savings. 


Afloat  In  The  Current 

Economic  Climate 


Autonomy  provides  unprecedented  access  and  information  control  across  400  content  repositories  and  1 ,000  file  formats,  structured 
and  unstructured.  The  Autonomy  Intelligent  Data  Operating  Layer  (IDOL)  platform  utilizes  the  power  of  Meaning  Based  Computing  to 
form  a  conceptual  understanding  of  content  and  the  relationship  between  files.  This  enables  a  new  generation  of  solutions  that  can 
intelligently  leverage  information  to  automate  tasks  previously  requiring  human  action,  providing  significant  ROI. 


Autonomy  can  slash  information  processing  costs,  saving  millions  in: 


•  Storage 

•  eDiscovery 

•  Compliance 

•  SharePoint 

•  Pan-Enterprise  Search 


•  Data  Disposition 

•  Legal  Hold 

•  Data  Spoliation 

•  Email  Servers 

•  Administration 
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Slash  the  cost  of  data  storage: 

•  Advanced  deduplication  and  near 
deduplication  of  content,  leading  to 
storage  savings  of  up  to  50% 

•  Defensible  disposition  of  80%  -  100% 
of  data  currently  stored  beyond  legal 
and  regulatory  retention  period 

•  Rapid  analysis,  categorization  and 
visibility  into  data  stores  without  the 
need  for  complex  and  costly  adapters 

•  High-performance  speed  of  ingestion 
and  massive  scalability  to  centralize 
storage  at  a  lower  cost 

•  Hosted  and  managed  services  to 
reduce  administration  needs  by  up 
to  80% 


Slash  the  cost  of  eDiscovery: 

•  A  unified  solution  eliminates  disparate 
eDiscovery  systems  and  reduces  the 
volume  of  content  to  review  by  as  much 
as  90% 

•  Unmatched  analytical  tools  expedite  the 
investigation  and  review  process,  saving 
millions  in  monitoring  and  review  costs 

•  Preserve  in-place  and  archiving  for 
email,  IM,  and  audio  help  avoid  millions 
in  financial  fines  and  sanctions 

•  Comprehensive  legal  hold  solution 
reduces  costs  of  manual  search, 
storage,  collection,  production  and 
management  of  content 

•  Audio  analysis,  review,  redaction,  and 
production  eliminates  costs  and 
reduces  audio  review  volume  by  more 
than  95% 


“Autonomy  won  the 
enterprise  search  wars” 

Computer  Business  Review,  November  2008 


A) 

Autonomy  •**. 


Meaning  Based  Computing 

Information  Governance  |  eDiscovery  |  Archiving  |  Rich  Media  |  Customer  Interactions 


www.autonomy.com 


THE  BARRIERS  TO  VIRTUALIZATION  FALL  AWAY. 


THE  VIRTUAL  THE  PHYSICAL 


YOU  COMMAND  THEM  BOTH 


HOW  FAR  WILL  YOU  TAKE  VIRTUAL? 


With  Microsoft  Virtualization  you  can  manage  both  physical  and  virtual  Hyper-V 
,  ..  servers  and  desktops  using  the  same  management  platform,  Microsoft  System  Center. 
Arid  if  you  have  VMware  ESX,  System  Center  can  manage  it,  too.  From  the  datacenter 
to  the  desktop,  you  manage  virtualization  more  powerfully  and  easily  than 

ever  before.  Explore  the  virtual  al  microsoft.com/virtualization 


Microsoft 


To  get  the  full  story 
on  your  phone,  snap 
a  picture  of  this  tag. 
(Requires  a  free 
mobile  app  from 
http://gettag.mobi) 


Virtualization  j 


COVER  ILLUSTRATION  BY  STEPHANIE  DALTON  COWAN 


VOLUME  22,  NO.  11 


May  1. 2009 


Start 

From  the  Editor  in  Chief  6 
Chatter  6 
From  the  CEO  10 
News  Scan  12 
What  We're  Reading  14 


Grow 

INNOVATION  &  BUSINESS  VALUE 
HCTV's  customer-focused  website  revamp  17 
Green  companies,  higher  profits  18 
Motorola  tries  prediction  markets  20 
FormerJetBlue  CEO:  New  airline, 
new  IT  priorities  22 

Monitoring  health  via  remote  devices  22 


Run 

LEADERSHIP  &  OPERATIONAL  EXCELLENCE 
How  gaming  reduces  risk  at  Union  Pacific  25 
Get  more  from  desktop  management  26 
Plan  ahead  for  the  end  of  outsourcing  deals  28 
How  CIOs  control  costs  28 


25 


Thrive 

YOUR  LIFE  &  CAREER  PATH 
Are  you  cut  out  for  consulting?  32 
Opportunities  in  private  equity  firms  34 
Management  advice  from  Eleanor  Roosevelt  37 
32  One  CIO's  crime-busting  sideline  38 


Connect 

PEER  ADVICE 

Attracting  youth  to  IT  careers  52 
Assess  your  business  leadership  skills  S3 
Advice  on  leading  Gen-Y  54 
Survey:  Effectiveness  of  development  opportunities  56 


Finish 

Horse-racing  goes  Hi-Def  60 
Index  58 


Forging  Good 
Leaders  in  Bad 
Times  40 

cover  story  Leadership 
development  doesn't  stop  when 
the  going  gets  tough,  If  anything, 
investing  in  the  next  generation 
matters  now  more  than  ever. 

BY  STEPHANIE  OVERBY 


60 


www.cio.com  MAY  1,  2009 


FROM  THE 

EDITOR  IN  CHIEF 


Singing  in  the 
Lifeboats 

I'm  not  much  of  a  believer  in  inspirational  quotes  or  feel-good  slogans.  In 
fact,  I’m  inclined  to  make  fun  of  them  unless  they’re  funny  to  start  with.  Like 
the  one:  “Experience  is  what  you  get  when  you  don’t  get  what  you  want.” 

If  you’ve  never  visited  Despair.com  and  cracked  up  over  the 
Demotivators  Calendar  (“for  the  person  who  has  everything  but  still  isn’t 
very  happy  about  it”),  I’d  recommend  it  as  a  refreshingly  silly,  five-minute 
mental  health  break. 

During  one  such  break  the  other  day,  I  came  across  a  quote  that 
crystallized  what  life  in  this  current  recession  feels  like,  though  with  a  wel¬ 
come  twist  of  optimism.  “Life  is  a  shipwreck,”  wrote  Voltaire,  the  18th-cen¬ 
tury  French  philosopher,  “but  we  must  not  forget  to  sing  in  the  lifeboats.” 

As  you  read  our  cover  story  on  “Forging  Good  Leaders  in  Bad  Times,” 
Page  40,  you’ll  catch  a  bit  of  that  same  lifeboat  spirit  coming  from  these  future 
CIOs.  This  is  a  story  about  IT  leadership  development,  based  largely  on  the 
findings  from  our  annual  research  and  awards  program  to  identify  the 
“Ones  to  Watch”  among  your  staff. 

This  year’s  group  of  25  watchable  IT  executives  is  a  savvy,  deeply 
experienced  crowd.  The  honorees  were  selected  from  over  100  nominees, 
the  vast  majority  of  which  are  Generation  Xers.  Some  of  our  honorees  have 
already  moved  on  to  better  opportunities  and  they  all  see  the  double-edged 
sword  presented  by  the  current  economy  in  honing  their  leadership  skills. 

“I  am  using  our  current  business  challenges  as  a  learning  experience  [for 
my  staff],  talking  about  the  difficult  decisions  leaders  must  make  to  adjust  to 
a  changing  environment,”  says  Risa  Fogel,  an  IT  executive  in  the  real  estate 
industry  who  recently  moved  from  Realogy  to  Cushman  &  Wakefield. 

Yet  as  talent  management  falls  to  the  bottom  of  the  list  for  many 
companies  today,  this  next  generation  of  leaders  is  “developing  whether 
you  want  them  to  or  not,”  as  one  management  expert  warned.  And  those 
who  “self-select”  into  leadership  roles  aren’t  necessarily  qualified  to  forge 
ahead  without  guidance  or  mentoring. 

What  our  research  for  this  story  shows  is  that  a  shipwrecked  econ¬ 
omy  is  indeed  giving  the  IT  leaders  of  tomorrow  some  unprecedented 
opportunities  to  step  up.  What  today’s  CIOs  must  remember  to  do  is  keep 
that  chorus  going  in  the  lifeboats. 


Maryfran  Johnson,  Editor  in  Chief,  CIO  Magazine  &  Events 

mfjohnson@cio.com 
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CHATTER 

Gen  X  Feeling 
Forgotten 

As  a  generational  war  continues  to  wage 
between  the  entrenched  Boomers  and 
incoming  Millennial,  Generation  X-the 
once-much-discussed  "slackers"  who  first 
entered  the  workforce  more  than  a  decade 
ago-appears  caught  in  the  middle. 

"It's  sad  [we're]  forgotten  in  this  discus¬ 
sion,"  shared  one  commenter  on  the  CIO 
.com  story,  "Gen  X,  Gen  Y  and  Baby  Boom¬ 
ers  Fight  for  Same  IT  Jobs."  "The  truth  is, 
[Gen  X]  can  serve  as  the  bridge  between 
the  two  generations."  Another  comment 
theorized  that  the  preferential  treat¬ 
ment  of  Gen  Y  should  be  blamed 
on  their  parents,  namely  the  Boomers 
themselves:  "It  is  no  secret  Boomers  are 
very  particular  about  helping  their  children 
succeed."  www.cio.com/article/481BZ0 

A  Love/Hate 
Relationship 

CIO.com  Senior  Writer  Thomas  Wail- 
gum's  post,  "10  Things  I  Hate  About 
Tech"  poked  fun  at  the  popularity 
of  knocking  Microsoft-claiming  that 
those  who  publicly  loathe  the  company 
are  merely  hiding  their  Windows  love.  Not 
so  fast,  say  commenters. 

"If  you  assume  everybody  loves  Micro¬ 
soft,  you've  never  heard  of  Linux,  BSD, 
Open  Solaris  or  the  other  alternative  oper¬ 
ating  systems  out  there,"  says  one  critic.  "I 
don't  hate  Microsoft.  I  just  love  free¬ 
dom."  advice.cio.com/node/7565 

Maybe  to  soften  the  Wailgum-inspired 
blows,  ClO.com's  Senior  Writer  Shane 
O'Neill  blogged  "Microsoft's  New  'Not  Cool 
Enough'  Ad  Cuts  Apple  Where  It's  Rot¬ 
ting."  O'Neill  praises  the  company's  latest 
ads,  writing:  "Is  it  me  or  is  Microsoft 
really  starting  to  get  its  advertising 
act  together?,"  of  the  "Laptop  Hunter" 
campaign.  Comments,  however,  mostly 
voiced  more  Apple  appreciation:  'The  cost 
difference  is  justified,"  says  one.  ►  ►  ► 
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With  NetApp  at  the  heart  of  your  business,  you’ll 

GET  EXTREME  FLEXIBILITY 

/  without  an  extreme  learning  curve. 


Imagine  having  a  storage  architecture  flexible  enough  to  handle  application  data  at  every  stage,  from 
creation  to  archiving.  So  your  team  can  do  more,  without  having  to  learn  more.  You’ll  experience  our  commitment 
to  creating  storage  and  data  management  solutions  to  help  you  be  more  nimble  in  the  face  of  stiff  competition. 
Discover  how  we  can  help  your  business  go  further,  faster.  Visit  netapp.com/flexible. 


NetApp 

Go  further,  faster 


©  2008  NetApp.  All  rights  reserved.  Specifications  are  subject  to  change  without  notice.  NetApp,  the  NetApp  logo,  and  Go  further,  faster  are  trademarks  or  registered  trademarks  of  NetApp,  Inc. 
in  the  United  States  and/or  other  countries.  All  other  brands  or  products  are  trademarks  or  registered  trademarks  of  their  respective  holders  and  should  be  treated  as  such. 
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A  RECENT  INDEPENDENT 
STUDY  SHOWS  THAT 
JUNIPER  CAN  REDUCE 
NETWORK  OPERATION 
COSTS  BY  UP  TO  41%. 

A  FACT  THAT'S  HARD  TO 
IGNORE,  UNLESS  YOU'RE 
TOO  BUSY  MANAGING 
YOUR  NETWORK. 


RETURN  ON  INNOVATION. 


Find  out  more  by  downloading  the  complete  commissioned 
study  conducted  by  Forrester  Consulting  at  juniper.net/save 


NETWORKS 
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FROM  THE  CEO 


A  Brighter  Future 


10 


While  the  economy  continues  to  beat  down  on  us  like  a  10,000-pound 
hammer,  I  am  still  a  “glass  half  full”  kind  of  guy,  truly  amazed  by  the  tech¬ 
nology  innovations  being  announced  on  a  daily  basis.  What  further  propels 
my  optimism  is  this  recent  finding  reported  in  a  Computing  Research  Asso¬ 
ciation  study:  The  number  of  computer  science  majors  enrolled  in  the  U.S. 
increased  for  the  first  time  in  SIX  years!  Let’s  hear  a  round  of  cheers  that 
total  enrollment  in  computer  science  classes  is  up  6.2  percent. 

Maybe  it’s  early  to  say  tech  is  cool  again  with  college  students,  but  here 
are  a  few  recent  press  clippings  that  I  saved.  Tell  me  this  isn’t  cool  stuff! 

•  March  19,  2009  ( Computerworld ):  The  Internet  Archive  organization 
plans  to  announce  the  opening  of  a  new  data  center  to  house  two  petabytes 
of  information  for  its  Wayback  Machine,  the  digital  time  capsule  that  stores 
archived  versions  of  webpages  dating  back  to  1996.  The  Wayback  Machine 
archives  85  billion  webpages  for  more  than  a  dozen  years,  which  amounts  to 
about  150  times  the  content  of  the  Library  of  Congress.  Only  five  years  ago, 
the  Wayback  Machine  contained  about  30  billion  webpages.  It  is  expected 
to  continue  to  grow  by  100TB  of  data  per  month. 

•  March  17, 2009  (Ars  Technica):  The  City  of  Chicago  is  turning  to  cam¬ 
eras  in  traffic  lights,  not  just  to  catch  speeders  but  also  to  catch  the  unin¬ 
sured.  Camera  provider  InsureNet  claims  to  have  developed  “a  simple  yet 
complete  answer  that  delivers  totally  accurate,  instant  insurance  status 
verification.”  The  Chicago  Sun-Times  quotes  InsureNet  president  Jonathan 
Miller  on  what  the  city  might  expect  to  earn  with  the  system  in  2009.  “We 
think  at  least  $200  million.  And  the  upward  projections  are  far  higher.” 

•  March  16,  2009  (CNN):  Scientists  in  the  U.S.  are  developing  a  laser 
gun  that  could  kill  millions  of  mosquitoes  in  minutes.  The  laser  fires  at 
mosquitoes  once  it  detects  the  audio  frequency  created  by  the  beating  of  its 
wings,  burning  them  on  the  spot.  Developed  by  some  of  the  astrophysicists 
involved  in  what  was  known  as  the  Star  Wars  antimissile  programs  during 
the  Cold  War,  the  project  is  meant  to  prevent  the  spread  of  malaria. 

Whether  it’s  Wayback  Machines,  insurance-tracking  traffic  lights  or 
mosquito-whacking  lasers,  the  uplifting  thought  here  is  that  even  in  a  tough 
economy,  people  are  still  turning  to  technology  and  science  to  better  the 
world  and  drive  business  value.  That’s  cool  enough  for  me  any  day. 


Michael  Friedenberg,  President  and  CEO 

mfriedenberg@cio.com 


►  ►  ►  Chatter  Continued  from  Page  6 


I'm  replacing  my  Mac  because  of 
outgrowing  it,  not  because  of  fail¬ 
ure.  To  date,  I  have  never  truly  outgrown 
a  PC."  advice.cio.com/node/7567 

CIOs  on  the  Move 

Martha  Heller's  Movers  and  Shakers 
blog  features  news  on  the  new  CIOs 
at  Aerojet,  Novartis,  UnitedHealth 
and  Save  the  Children  and  other 
announcements  including  recent  depar¬ 
tures.  advice.cio.com/node/7662 

And  while  we're  on  the  subject  of  CIO 
jobs,  commenter  Robert  M.  Menar  had 
this  to  say  after  reading  CIO  Senior  Editor 
Kim  Nash's  April  1  story  about  CIO  turn¬ 
over,  "Don't  Be  a  Sitting  Duck:" 

"If  the  CIO  is  not  strongly  aligned 
with  the  CEO,  COO  and  CFO  he/she 
will  soon  be  toast.  If  IT  is  treated  as 
a  cost  center,  that  is  a  reflection  on  the 
CIO  as  a  poor  leader."  www.cio.com/ 
article/484008 

More  on  "Doing  More" 

In  her  April  1  letter,  Editor  in  Chief 
Maryf  ran  Johnson  discussed  the  often- 
used  cliche,  "doing  more  with  less,"  and 
the  conversation  has  continued.  Reader 
C.J.  Fearnley  says,  "I  just  checked  my  copy 
of  Buckminster  Fuller's  1938  book  Nine 
Chains  to  the  Moon,  and  [the  expression] 
was  part  of  his  lexicon  back  then." 

According  to  Fearnley,  Fuller  dubbed 
the  practice  of  industrial  evolution 
"ephemeralization."  Fearnley  wonders: 
"How  do  we  fully  employ  a  popula¬ 
tion  if  we  can  build  most  of  what  we 
need  with  negligible  resources?" 
www.cio.com/article/485801 

CORRECTION 

Our  April  1  cover  story  'The  Complexity  of 
Reduction"  incorrectly  stated  Arch  Coal's 
2008  revenue.  It  is  $3  billion.  The  story 
has  been  changed  online  to  reflect  this 
correction,  www.cio.com/article/484013 


Compiled  by  Christine  Celli.  Have  a 
comment  about  a  story  in  this  issue  of 
CIO ?  Go  to  www.cio.com/magazine/ 
20090501  or  write  to  letters@cio.com. 
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Trojan  horse  captures  data 
on  2,300  Oregon  taxpayers 
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HOTEL  CHAIN  FALLS  VICTIM 
TO  14,000  DATA-STEALING 
MALWARE  INCIDENTS 


Millions  of  U.S.  customers 
informed  today  that 
*heir  credit  card  nurc^BI 


98,930  Affected  In 
Forever  21  Data  Breach 


THINK  THE  NEXT  GENERATION  OF  MALWARE 
doesn’t  have  a  headline  waiting  for  you? 


Data-stealing  malware  is  smarter,  faster  and  more  advanced  than  ever.  It's  infiltrating  the  most  secure  enterprises 
and  yours  could  be  next.  But  with  Trend  Micro™  Enterprise  Security,  powered  by  the  Trend  Micro  Smart  Protection 
Network,  you'll  be  ready.  This  unique  combination  of  solutions  and  services  is  the  next-generation,  cloud-client 
security  infrastructure  that  blocks  the  most  sophisticated  threats-before  they  reach  your  network.  Download 
our  eBook  and  learn  how  easily  Web  threats  like  data-stealing  malware  can  evade  your  current  security  solution 
and  what  you  can  do  about  it. 


►  Download  our  Outthink  the  Threat  eBook  and  register  for  a  free 
onsite  risk  assessment  now  at  trendmicro.com/thinkagain. 


TREND 

MICRO 


Securing  Your  Web  World 


ft)  2009  Trend  Micro  Inc.  All  rights  reserved.  Trend  Micro  ai 
All  other  company  and/or  product  names  may  be  trademar 
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Twitter:  No  Rush 
for  Business  Plan 

Despite  rampant  specula¬ 
tion  and  angst  in  the 
blogosphere  about  Twitter's 
lack  of  revenue,  cofounder 
Biz  Stone  says  there's  no 
rush  for  the  social  network 
to  come  up  with  a  business 
plan. 

"It's  not  tough  for  us 
because  we  have  a  lot  of 
money  in  the  bank  and 
patient  investors  [and  a] 
patient  board,"  says  Stone, 
adding  that  the  company 
first  wants  to  focus  on 
growing  the  network, 
increasing  its  user  base  and 
adding  new  features  to  the 
site.  Computerworld 


H-1B  Demand 
Declines 

Demand  for  H-1B  visas 
(temporary  visas  for  foreign 
workers  with  special  exper¬ 
tise)  usually  fluctuates 
with  the  economy,  and  this 
year  is  no  exception.  In  fact, 
the  initial  number  of  H-1B 
applications  filed  with  the 
federal  government  was 
down  even  more  sharply 
than  expected  from  the 
number  filed  a  year  ago. 
Computerworld 


Microsoft  Takes  on  Google  Docs 

The  next  version  of  Microsoft  Office,  code-named  Office  14,  will 
include  lightweight  but  fully  functional  versions  of  Word,  Excel, 
PowerPoint  and  OneNote  that  can  run  in  a  browser. 

Called  Office  Web  Applications,  the  service  will  be  in  beta  later  this 
year,  according  to  Microsoft,  but  the  final  versions  of  the  Office  Web 
apps  won't  come  until  the  desktop  version  of  Office  14  is  also  done. 
Steve  Ballmer  announced  in  February  that  this  won't  happen  until  2010. 

Office  Web  Applications  follow  through  on  Microsoft's  promise  to 
deliver  "software  plus  services,"  as  the  company  often  claims.  Accord¬ 
ing  to  analysts,  the  new  products  are  a  belated  move  to  get  produc¬ 
tivity  tools  online  and  curb  the  threat  of  free,  Web-based  apps  from 
Google,  Zoho  and  OpenOffice.org.  CIO.com 

"Cap  and  Trade"  Plan  Could  Hit  Data  Centers 

Data  centers  are  part  of  the  greenhouse  gas  problem,  and  their  opera¬ 
tors  may  soon  start  paying  to  help  fix  it  under  President  Obama's 
proposed  cap-and-trade  energy  plan. 

The  cap-and-trade  scheme  is  designed  to  impose  higher  costs  on 
power  generators  that  don't  use  so-called  clean  energy  sources.  Data 
centers  clearly  are  among  the  facilities  that  would  be  in  the  bull's-eye. 
Costs  are  expected  to  vary  by  region:  likely  higher  in  Chicago,  which 
relies  heavily  on  coal,  for  example,  than  in  New  York,  where  nuclear 
power  is  more  prevalent.  Computerworld 

Netbooks  Are  Sparking  Corporate  Interest 

Typically  wireless,  lightweight  and  lightly  powered,  netbooks  are  all 
the  rage  with  consumers  and  are  making  headway  with  businesses. 

Kurt  Madden,  CTO  for  Fresno  Unified  School  District,  recently 
watched  a  classroom  of  fifth  graders  work  with  HP  Mini-Note  E133, 
noting  much  of  the  processing,  data,  storage  and  applications  are 
online,  requiring  fewer  native  apps.  That  means  users  need  much  less 
than  a  full-blown  notebook  PC  to  do  their  work,  a  model  that  fits  with 
corporate  computing  trends,  according  to  analysts.  Network  World 

Skype  Moves  In  on  Cellphone  Industry 

By  installing  new  software  on  their  smartphones,  consumers  can  gain 
access  to  alternative  phone  services  and  bypass  their  cell  carriers. 

The  trend  isn't  new,  but  it  may  have  reached  a  tipping  point  on 
March  31.  That's  when  the  Internet-based  telephone  service  Skype 
introduced  a  version  of  its  software  that  runs  on  the  Apple  iPhone. 
With  the  new  software  installed,  users  can  use  Wi-Fi  to  relay  calls 
over  the  internet  with  "surprisingly  clear"  call  quality,  saving  precious 
service-provided  minutes  and  money.  The  Boston  Globe 

Red  Hat:  New  Ties  With  App  Vendors 

Red  Hat  has  announced  an  alliance  to  help  form  relationships 
between  its  distributor,  Synnex,  and  companies  that  sell  open-source 
software  that  run  on  both  Linux  and  JBoss  Enterprise  Middleware. 
Such  vendors  include  Alfresco,  EnterpriseDB,  Ingres,  Jaspersoft,  Like¬ 
wise,  Pentaho,  Zmanda,  Zenoss  and  Zimbra. 

The  alliance  gives  the  small,  open-source  vendors  an  opportunity  to 
reach  a  broad  market  that  they  otherwise  would  not  have  access  to, 
says  Roger  Egan,  Red  Hat's  vice  president  of  channel  sales  for  North 
America.  IDG  News  Service 
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Get  an  estimated  eight-month  return  on  investment  with  new  Intel®  Xeon®  Processor 
5500-based  servers.  They  deliver  up  to  eight  times  greater  performance  per  server 
over  single-core  servers,  while  reducing  operating  costs  by  up  to  90%.* 


SERVER  PROCESSORS  THAT  AUTOMATICALLY 
ADAPT  TO  YOUR  WORKLOAD. 

THAT'S  THE  NEW  IT  INTELLIGENCE. 


inside 


•Performance  comparison  using  SPECjbb2005  business  operations  per  second.  Eight-month  estimated  payback  is  an  Intel  estimate  as  of  November  2008  comparing  the  cost  savings  achieved 
in  9:1  server  consolidation  from  power/cooling  and  OS  licensing  versus  the  cost  of  purchasing  a  new  server  featuring  Intel'  Xeon*  processor  5500  series.  All  results  are  provided  for 
informational  purposes  only.  Any  difference  in  system  hardware,  software  design  or  configuration  may  affect  actual  performance  and/or  cost  savings.  For  detailed  calculations,  configurations 
and  assumptions,  see  www.intel.com/performance  ©2009  Intel  Corporation.  Intel,  the  Intel  logo  and  Xeon  are  trademarks  of  Intel  Corporation  in  the  United  States  and  other  countries. 
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What  Would  Google  Do? 

By  Jeff  Jarvis 

THE  FOUNDER  OF  media  blog  BuzzMachine.com  takes  a  look  at  one  of  the 
world’s  most  influential  Internet  companies.  It  should  have  lessons  to  teach, 
right?  Through  its  reign  as  search-engine  king,  Google  defines  how  everyone 
crafts  their  Web  presence,  writes  Jarvis,  who  is  also  associate  professor  and 
director  of  the  interactive  journalism  program  at  the  City  University  of  New 
York’s  Graduate  School  of  Journalism.  But  just  as  important,  as  companies 
explore  today’s  social  networking  tools  and  whatever  comes  next, 

GOOGLE  HAS  NOT  just  established  the  rules  for  the  medium,  it’s  raised 
the  bar  for  information  as  a  business.  HarperCollins,  2009,  $26.99 


In  Pursuit  of  Elegance 

Why  the  Best  Ideas  Have  Something  Missing 

By  Matthew  E.  May 

BOOK  If  this  former  advisor  to  Toyota  is  right,  the  iPhone 
succeeded  not  because  of  complex  strategies  but  rather 
a  simple  one— subtraction.  May  applies  concepts  drawn 
from  art,  math  and  neuroscience  to  explain  why  sub¬ 
tracting  elements  of  your  business  operations  can  lead  to 
better  performance,  and  why  we  often  overlook  simple 
solutions.  Broadway  Business,  2009,  $23.95 

Ask  the  Coach 

By  Marshall  Goldsmith 

BLOG  Moving  on  to  a  new  job?  This  widely  regarded 
executive  coach  and  best-selling  author  says  in  a  recent 
post  that  while  each  career  move  is  unique,  there  are  still 
some  dos  and  don’ts  when  it  comes  to  informing  your 
successor  and  your  team.  First,  he  says,  talk  to  your  team 
members  individually  before  your  successor  does.  Once 
the  news  is  out,  keep  second  thoughts  to  yourself. 
blogs.harvardbusiness.org/goldsmith 

Dot  Cloud 

The  21st  Century  Business  Platform 
Built  on  Cloud  Computing 

By  Peter  Fingar 


computing?  “To  say  that  we  are  living  in  interesting 
times  is  an  understatement,”  says  Jim  Sinur,  vice  presi¬ 
dent  of  research  at  Gartner.  “And  [Fingar]  has  captured 
the  essence  of  how  business  will  work  going  forward.” 
Meghan-Kiffer  Press,  2009,  $34.95 

Real  Time  Economics 

The  Wall  Street  Journal 

BLOG  This  blog  by  the  editorial  staff  of  the  Wall  Street 
Journal  is  a  great  source  for  debate  on  the  recession.  For 
the  post  “How  $8  a  Week  Can  Best  Boost  the  Economy,” 
16  economists  (including  Harvard’s  Martin  Feldstein) 
were  asked  to  suggest  their  best  application  for  the  $8 
you’ll  get  back  in  your  paycheck  thanks  to  the  stimulus 
plan,  blogs.wsj.com/economics 

Life  as  a  Healthcare  CIO 

By  John  D.  Halamka 

BLOG  In  this  engaging  blog,  Halamka,  CIO  of  CareGroup 
Health  System  and  Harvard  Medical  School,  covers  a 
wide  variety  of  topics— from  running  IT  for  a  hospital 
network  and  national  health  policy  to  cutting  his  budget. 
Recent  posts  cover  his  trip  to  Japan  (where  he  met  with 
the  CIO  for  the  city  of  Hiroshima)  and  the  stimulus  bill 
(he’s  also  chairman  of  the  U.S.  Healthcare  Information 
Technology  Standards  Panel),  geekdoctor.blogspot.com 


BOOK  As  the  recession  continues,  CEOs  search  desper¬ 
ately  for  signs  that  the  bottom  is  near  and  for  the  ladder 
they’ll  use  to  climb  back  up.  Will  that  ladder  be  cloud 


Compiled  by  Christine  Celli.  Tell  us  what  you're  reading:  Go  to 
advice.cio.com/blogs/the_techie_readingJist. 


MAY  1,  2009  i  www.cio.com 


Give  your  company  the  flexibility  to 
adapt  to  any  business  environment. 


Converged  Solutions  from  Sprint  uses  a  flexible  IP  core  for  your  company’s  voice,  video  and  data 
communications.  With  technology  like  Wireless  Integration,  your  mobile  has  all  the  functions 
of  your  desk  phone.  So  you  and  your  workforce  can  adapt  to  just  about  every  situation  you  find 


yourself  in.  Get  it  on  the  Now  Network .™ 
sprint.com/convergence 


©2009  Sprint.  Sprint  and  the  logo  are  trademarks  of  Sprint.  Other  marks  are  the  property  of  their  respective  owners. 
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“With  SAS®  business  analytics  we’ve  been  able  to 
increase  our  customer  repeat  rate  from  40  to  50  percent.” 


Steve  Bozzo 
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Designed  for  Community 

HGTV.com  renovated  its  website  to  attract  more  visitors 

BY  JARINA  D'AURIA 


Nonretail  websites  can  deliver  more  than  just  pictures  and  text.  When  used  to  create  customer 
communities,  they  can  drive  revenue.  Yet  many  corporate  sites  haven’t  organized  their  content  to 
encourage  customers  to  explore  it,  share  their  opinions  or  converse  with  each  other  about  the  prod¬ 
ucts  and  services  they  use. 

Scripps  Networks  redesigned  its  HGTV.com  site  to  incorporate  community  features.  Key  to  the 
effort:  a  more  effective  content  management  system  that  ensures  visitors  can  find  specific  pages  they’re 
looking  for  and  related  information,  says  Jen  Goforth,  Scripps’s  SVP  of  operations.  The  company  has 
also  added  2,000  pages  to  HGTV.com  since  December,  providing  more  space  for  advertisers  (the  site’s 
primary  revenue  source)  and  a  wider  range  of  topics  around  which  to  place  their  ads. 

Media  companies  are  leading  the  development  of  online  communities,  says  Oliver  Young,  a  For¬ 
rester  analyst.  However,  Young  says,  most  business  websites  aren’t  equipped  to  handle  the  extra 
content  posted  by  visitors  that  a  community-focused  website  would  bring.  Most  companies,  ►  ► 


. +430/°  U.S.  telecommuter  workforce  by  2016  Forrester . 4  $40  billion  Banking  sector  IT  spending 

through  2014  Datamonitor . 8°/o  Financial  professionals  very  confident  about  achieving  their  Q1  forecasts  bpm  Forum 
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he  says,  will  have  to  rethink  their  content- 
related  processes  to  prepare  for  the  influx 
of  information. 

Scripps  moved  ahead  with  its  online  com¬ 
munity  efforts  after  its  digital  team  researched 
site  metrics  and  found  that  the  areas  on 
HGTV.com  where  users  interacted  with  the 
content  and  each  other  had  the  highest  traffic. 

For  example,  HGTVcom’s  “Rate  My  Space” 
site,  where  visitors  can  post  and  comment  on 
each  other’s  interior  designs,  was  so  popular 
that  Scripps  created  a  TV  show  based  on  it. 

As  part  of  the  redesign,  HGTV.com  set  up 
new  sections,  such  “Share  My  Craft,”  where 
users  comment  on  each  others’  designs  and 
can  talk  about  whatever  piques  their  interest.  Before  the  upgrade, 
HGTV.com  gave  users  decorating  tips  and  other  advice  based  on 
its  cable  shows,  but  visitors  couldn’t  share  their  opinions. 

To  make  the  site  more  interactive,  Sarah  Cottay,  VP  of  soft¬ 
ware  engineering,  and  her  team  had  to  make  changes  on  the 
back  end.  One  area  that  got  a  makeover  was  the  site  search.  In 
the  past,  finding  a  specific  topic  on 
HGTVcom  meant  digging  through 
many  articles.  The  data  wasn’t  classi¬ 
fied  in  a  taxonomy  so  that,  for  exam¬ 
ple,  information  on  living  rooms  was 
in  a  living  room  section.  Cottay’s 
team  had  to  tag  each  page  with  key¬ 
words  in  order  to  serve  up  relevant 
content  next  to  articles  that  readers 
find  themselves.  They  also  added  a  sitewide  comment  capability. 

Now  users  can  find  the  exact  green  living  room  that  they  saw 
on  TV  and  also  be  able  to  see  other  green  living  rooms  on  the 
same  page  of  the  site.  Topic-oriented  pages  are  also  important 
for  advertisers,  who  are  looking  for  the  best  spot  for  their  ads, 
says  Goforth. 

Focusing  on  how  visitors  use  your  content  is  important, 
advises  Cottay.  “Make  sure  your  classification  is  specific  enough 
that  it  can  drive  what  you  want,  but  flexible  enough  that  it  could 
grow  as  you  understand  more  about  your  content,”  she  says. 

In  February,  two  months  after  the  relaunch  ofHGTV.com,  Cot¬ 
tay  says  visitor  metrics  are  showing  that  users  are  spending  more 
time  on  the  site.  “Rate  My  Space”  page  views  are  up  75  percent  since 
February  2008,  making  it  one  of  the  most  active  areas  of  the  site. 

Contact  Associate  Staff  Writer  Jarina  D'Auria  atjdouria@cio.com. 
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Countries  where  businesses  absorb  new  tech  quickly 
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The  areas  on 
HGTV.com 
where  users 
interacted  had 
the  highest 
traffic. 


1.  Iceland 

2.  Japan 

3.  United  States 

4.  Sweden 

5.  Switzerland 

6.  Denmark 

7.  Austria 

8.  Finland 

9.  Norway 

10.  Taiwan 


SOURCE:  World  Economic  Forum/lnsead 


Greener 

Profits 


Companies  in  Europe  that  are  serious  about 
going  green  earned  a  2  percent  higher 
profit  margin  compared  to  others  in  the 
same  industry,  according  to  a  survey  done 
in  Europe  by  IDC  and  IT  services  company 
Atos  Origin. 

"If  companies  truly  go  down  the  path 
of  using  sustainability  as  a  differentiator, 
what  you  tend  to  find  is  that  they  invest  in 
things  like  telecommuting,  telepresence 
and  video  conferencing.  So,  for  example, 
their  employee  cost  tends  to  be  lower,"  says 
Vernon  Turner,  senior  vice  president,  enter¬ 
prise  infrastructure  at  IDC  (a  sister  company 
to  CIO 's  publisher). 

The  research  is  based  on  a  survey  of  165 
senior  executives  in  the  manufacturing  and 
retail  sectors,  according  to  Atos. 

The  driving  factor  for  green  investment 
is  still  lowering  energy  costs,  according  to 
Turner.  Low  carbon  impact  and  sustainable 
or  renewable  products  are  nowhere  near  as 
important  in  the  mind  of  IT  executives. 

Green  IT  won't  get  much  traction  as  a 
stand-alone  initiative  in  a  corporation, 
according  to  Turner,  because  business  needs 
and  operational  requirements  still  take  pre¬ 
cedence  over  environmental  concerns. 

-Mikael  Ricknas 
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BIGFIX  INVITES  YOU  TO  VOTE  FOR  CHANGE  &  KICK  OUT 
ALTIRIS,  LANDESK,  MCAFEE,  MICROSOFT  &  SYMANTEC 

Times  are  tough  all  over.  Everyone’s  feeling  the  pain.  So  why 
continue  to  bail  out  Altiris,  LanDESK,  Microsoft,  McAfee,  and 
Symantec?  They’ve  been  delivering  sub-par  products  for  years, 
along  with  strong-arm  tactics  at  renewal  time.  Sick  of  squandering 
your  good  money  to  bail  them  out?  Ready  for  some  real  change? 

BIGFIX  ANNOUNCES  A  NEW  DEAL  FOR  IT: 

•  Pay  a  fair  price  for  value  at  first  purchase  as  well  as  at  renewal  time; 

•  Expect  real  ROI  based  on  real  results;  and 

•  Rely  on  your  vendor  to  stand  up  for  you  and  behind  their  products. 

Give  BigFix  the  opportunity  to  manage  and  protect  your 
infrastructure,  free  for  30  days.  And  if  you’re  running  Altiris, 

LanDESK,  McAfee,  Microsoft,  Shavlik,  Symantec,  or  any  other 
systems/security  management,  vote  them  out  and  vote  BigFix  in 
with  special  New  Deal  pricing.  Yes  you  can. .  .believe  in  that 
change. 

Cast  your  ballot  by  calling  51 0-652-6700  xl  1 6  or  go  online  at 
www.bigfix.com/newdeal.  The  press,  analysts,  and  Trend  Micro 
say  it’s  already  a  Landslide  for  BigFix. 
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MOTOROLA 

Prediction  Markets 

BY  KRISTIN  BURNHAM 


Rami  Levy,  distinguished 
member.  Motorola  technical  staff 


THE  PROJECT  ::  Deploy  a  prediction  market  to  aggregate  j 
new  business  ideas  suggested  by  Motorola  employees 
and  assess  their  viability.  A  prediction  market  is  a  sys¬ 
tem  for  forecasting  the  outcome  of  projects  or  events 
based  on  how  willing  individuals  are  to  buy  "stock"  in 
them.  Users  buy  shares  to  vote  items  up.  Each  item  is 
evaluated  based  on  how  much  it  is  "worth:"  The  higher 
the  value,  the  more  popular  the  idea. 

THE  BUSINESS  CASE  ::  Motorola  sought  to  allow  any 
employee  the  opportunity  to  propose  ideas  for  new  products, 
upgrades  to  current  products,  productivity  improvements 
or  cycle-time  reductions,  says  Rami  Levy,  distinguished 
member  of  Motorola’s  technical  staff  and  a  member  of 
its  open-source  technology  team,  which  manages  the 
prediction  markets  for  the  company.  In  2003,  Motorola 
had  built  a  system  to  collect  ideas,  called  ThinkTank.  But 
when  thousands  of  suggestions  poured  in,  the  teams  that 
were  supposed  to  weed  through  them  were  overwhelmed. 

Using  prediction  market  technology.  Motorola  could 
engage  employees  in  the  selection  process  by  letting  them 
vote  for  the  ideas  they  thought  had  the  best  business  poten¬ 
tial.  The  most  popular  ideas  could  then  be  selected  for  fur¬ 
ther  study  and  eventually  be  developed. 

FIRST  STEPS  ::  Levy  and  his  team  worked  with  a  vari-  I 
ety  of  director-level  managers,  including  senior  VPs,  to 
secure  buy-in  for  the  project.  “ThinkTank  was  already 
being  sponsored  by  an  SVP,”  he  says,  but  they  needed 
support  from  others  who  would  have  to  produce  the 
business-case  and  user  scenarios  for  new  product 
ideas.  That  sponsorship  was  crucial  to  obtaining  cross- 
organizational  participation  and  funding  for  the  tool. 

Once  Levy’s  team  secured  management  support,  I 
they  integrated  prediction  software  from  Consensus 


Point  (called  ThinkTank  Idea  eXchange,  or  TIX,  inter¬ 
nally),  with  its  existing  ThinkTank  application.  In  a 
six-month  pilot  during  2007,  they  experimented  with 
market  parameters,  such  as  how  long  to  keep  ideas 
in  play  and  how  to  finance  participants’  purchases. 

Today,  employees  submit  ideas  to  ThinkTank,  where  any¬ 
one  within  Motorola  can  vote  on  them.  Ideas  that  receive 
at  least  five  votes  are  eligible  for  TIX,  where  each  idea  is 
initially  valued  at  $10  per  share.  Anyone  who  wants  to  par¬ 
ticipate  gets  $100,000  to  start  with  to  buy  the  stock  of  the 
ideas  they  like  best.  As  employees  buy  or  sell  shares,  the 
value  of  the  idea  rises— or  not.  After  30  days,  an  idea  review 
team  determines  which  of  the  top-valued  ideas  to  pursue. 
Winners  are  judged  based  on  their  stock  performance,  and 
participants  who  hold  stock  in  winning  ideas  get  a  bonus. 

It  typically  takes  18  months  to  develop  a  product  at 
Motorola,  so  the  first  product  ideas  vetted  through  TIX  are 
expected  to  come  to  market  this  year,  Levy  says. 

WHAT  to  WATCH  OUT  for  ::  Market  parameters  that 
work  in  one  circumstance  won't  necessarily  work  in 
another,  says  Levy.  You  have  to  fine-tune  your  system 
to  your  environment.  Motorola  decided  to  limit  an  idea  to 
a  month  in  TIX  to  ensure  new  ideas  were  always  entering 
the  market.  Meanwhile,  even  though  employees  find 
participating  fun,  you  need  to  get  them  involved  and 
keep  them  engaged.  Levy's  team  ran  ads  on  the  com¬ 
pany's  intranet,  conducted  user  satisfaction  surveys 
and  incorporated  social  media  into  the  system.  "Social¬ 
ize  the  experience,"  he  recommends,  "by  integrating 
user  comments,  tagging,  recommendations  and  links 
to  other  information." 


Copy  Editor  Kristin  Burnham  can  be  reached  at  kburnham@ 
cio.com.  Follow  her  at  twitter.com/kmburnham. 


broadband  Ovum 


#$137  billion  Global  revenue  by  2014  from  users  accessing  the  Internet  using  mobile 
660/o  Breaches  involving  data  that  companies  didn't  know  they  had  Verizon  Business* . .  •  •  • 


The  advanced  resource  for  ARRA-related  healthcare  IT: 
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The  day  of  electronic 
health  records  is  here. 


We've  been  training  for 
this  mission  20  years. 
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#1  Ranked  Provider 

of  Clinical  Implementation  Services* 

2008  Best  in  KLAS 
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On  February  17,  2009,  President  Obama  signed  into  law  the 
American  Recovery  and  Reinvestment  Act  of  2009  (ARRA). 

One  of  the  stated  goals  of  ARRA  funding  is  to  modernize  the  IT 
capabilities  of  America's  healthcare  system,  and  to  establish  an 
electronic  health  record  (EHR)  for  every  American  by  2014. 

Perot  Systems  has  been  a  market  leader  of  healthcare  delivery 
solutions  for  more  than  20  years.  We  connect  patient  care 
with  technology  to  improve  healthcare  delivery  and  maximize 
clinical  investments. 


The  future  is  here  and  there  is  no  time  to  waste.  Call  us  today. 

perotsystems.com/insights 

1-888-31-PEROT 
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THE  TOP  LINE  INTERVIEW  ::  David  Neeleman 

Start  IT  Up  Again 


The  founder  and  former  CEO  of  JetBlue  launched  Azul,  a  Brazilian  airline,  last  year 


What  can  you  do  now 
that  you  couldn't  do  at 
JetBlue? 

From  a  reliability  and  a 
capital  point  of  view,  we 
decided  to  do  a  lot  more 
outsourcing  here  than  I 
was  comfortable  with  at 
JetBlue-the  data  center, 
phone  system  and  pretty 
well  everything.  Even 
parts  of  our  reservations 
center. 

We  do  some  software 
development  internally, 
but  most  development 
is  outsourced.  Instead  of 


having  hundreds  of  people 
on  the  IT  staff,  we  have 
probably  15,  and  those  15 
are  really,  really  smart. 

How  does  that  make 
possible  the  airline 
you  want  to  build? 

We  can  move  a  lot  quicker, 
For  every  bit  of  IT  func¬ 
tionality  proposed,  you 
have  to  ask  yourself, 
'What's  it  going  to  cost 
me?  What's  it  going  to 
save  me?  Do  my  custom¬ 
ers  like  me  better 
because  of  it?'  Even  if  you 


pay  more,  it's  better  to 
do  things  faster  than  let 
things  languish  for  years. 

What  languished? 

When  I  left  [the  CEO 
position  at]  JetBlue  [in 
2007],  we  still  couldn't 
send  text  messages  to 
people  when  flights  were 
late.  The  ability  to  have 
frequent-flyer  customers 
see  their  balance  and  use 
that  to  make  a  reserva¬ 
tion  online-we  didn't 
have  that  at  JetBlue  for  a 
long  time  and  here  we  do. 


This  communication  with 
customers  is  critical. 

How  involved  will  your 
IT  group  be  in  talking 
with  customers? 

Totally.  Our  president 
[Pedro  Janot]  flies  every 
week.  He  has  a  little 
book  to  take  notes  in. 

He's  talked  to  over  1,000 
customers  in  the  last  four 
weeks.  When  the  presi¬ 
dent  asks  you,  'Did  you 
talk  to  customers'  and  you 
haven't,  you  don't  feel  so 
well.  -Kim  S.  Nash 


NEWMARKETS 

Patients 
Looking  After 
Themselves 

Remote  devices 
monitor  health  and 
reduce  hospital  visits 


HOW  IT  WORKS:  Various  technologies  enable  patients  to  exchange  health 
information  with  caregivers.  Patients  use  the  Intel  Health  Guide  system  to 
video  conference  with  healthcare  professionals  and  receive  videos  about  diet 
and  exercise.  Patients  can  also  attach  a  blood  pressure  cuff  or  other  devices 
using  a  Bluetooth  wireless  link  and  relay  vital  signs  to  a  nurse.  T  +  Medical 
offers  more  targeted  products,  such  as  a  diabetes  management  program  that 
runs  on  a  cell  phone  and  helps  patients  track  and  report  blood  glucose  levels. 

WHO  IS  DOING  IT:  Several  healthcare  providers  are  testing  or  using  these 
devices,  Meridian  Health  is  testing  the  T+  device  within  its  four  New  Jersey 
hospitals.  It  will  also  evaluate  the  Intel  Health  Guide  to  see  how  it  compares 
with  the  Honeywell  HomMed,  a  similar  device  that  it  has  been  using  for  two 
years.  A  device  like  HomMed  can  reduce  the  number  of  times  a  cardiac  patient 
has  to  be  readmitted,  from  three  times  a  year  to  once  a  year,  says  Sandra 
Elliott,  Meridian's  director  of  consumer  technology  and  service  development, 

GROWTH  POTENTIAL:  Hard  to  be  sure,  as  some  devices  are  still  undergoing 
market  and  clinical  trials,  Much  may  also  depend  on  insurance  providers  which, 
Elliott  notes,  are  starting  to  provide  reimbursements  (most  patients  using 
home  care  devices  today  are  on  Medicare,  so  hospitals  are  reimbursed  by  the 
government).  -James  Niccolai 
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VGf&Onwireless 


Coverage  in  England. 

And  more  than  200  other  countries. 


The  world  is  calling.  Answer  it.  With  Verizon  Wireless,  you  can  call  and  text  in  more  than  200 
countries.  Plus,  with  data  coverage  in  more  countries  than  any  other  carrier,  you  can  email  and 
browse  the  world  wide  web — around  the  whole  wide  world.  So  before  you  travel  the  globe, 
for  business  or  pleasure,  switch  to  Verizon  Wireless,  America's  Largest  Wireless  Network. 


BlackBerry  Storm™  $199.99  with  2-yr  activation  on  voice  plan  with  email  feature  or  email  plan. 


Call  1.800.VZW.4BIZ  Clickverizonwireless.com/global  Visit  your  local  Verizon  Wireless  store 

Activation  fee/line:  $35. 

IMPORTANT  CONSUMER  INFORMATION:  Subject  to  your  Major  Account  Agreement  or  Customer  Agreement,  Calling  Plan,  &  credit  approval.  Up  to  $1 75  early  termination  fee/line  &  other  charges. 
Device  capabilities:  Add'l  charges  apply.  Offers  and  coverage,  varying  by  service,  not  available  everywhere.  Network  details  and  coverage  maps  at  verizonwireless.com.  ©2009  Verizon  Wireless. 
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3rd  Floor 
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Are  you  controlling  your  servers,  or  are  they  controlling  you? 

It's  time  for  virtualization  from  CDW. 


We're  there  with  the  server  virtualization  solutions  you  need. 

It's  time  to  end  the  server  sprawl.  CDW  can  help  you  run  all  your  operating  systems  and  applications  from  a 
single  virtual  server.  Not  only  does  that  free  up  space  and  lower  costs,  it  also  reduces  IT  management.  Our 
technology  specialists  can  recommend  the  right  virtualization  solution  for  your  business.  And  our  custom 
configuration  services  will  set  up  your  technology  to  your  specifications.  So  call  CDW  today,  and  finally  put 
your  servers  in  their  place. 

CDW.com  800.399.4CDW 


'HP  Smart  Buy  instant  savings  reflected  in  advertised  price;  HP  Smart  Buy  instant  savings  is  based  on  a  comparison  of  the  HP  Smart  Buy  price  versus  the  standard 
list  price  of  an  identical  product;  savings  may  vary  based  on  channel  and/or  direct  standard  pricing;  call  your  CDW  account  manager  for  details.  Offer  subject  to  CDW's 
standard  terms  and  conditions  of  sale,  available  at  CDW.com.  ©2009  CDW  Corporation 
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The  Right  Technology.  Right  Away. 


$6836.99  CDW  1723387 


HP  VMware®  Infrastructure  3  Enterprise  Edition 


•  Increase  hardware  utilization  by  50%  to  70% 

•  Decrease  hardware  and  software  capital  costs  by  40% 

•  Improve  server-to-server  administrator  ratio  from  10:1  to  30:1 

•  License  plus  one-year  9x5  support  for  two  processors 


HP  ProLiant  DL380  G6  Rack-mount  Server 

•  Quad-Core  Intel®  Xeon®  Processor  X5570  (2.93GHz) 

•  Memory:  8GB  std.,  144GB  max.  (PC3-8500R  DDR3) 

•  Hard  drives:  none  ship  std.;  up  to  eight  SFF  hot-pluggable 
SAS/SATA  drive  bays  available,  6TB  max.  storage 

•  8MB  Level  3  Cache 


HP  StorageWorks®  2012sa  Dual  Controller 
Modular  Smart  Array 

•  Delivers  low-cost,  consolidated  storage  array  technology 

•  Offers  a  choice  of  drives:  high-performance,  enterprise-class 
SAS  drives  and  low-cost,  high-capacity  archival  class  SATA 

•  Comes  standard  with  12  drive  bays  able  to  simultaneously 
accommodate  3.5"  dual-ported  SAS  drives  and  SATA  drives 


$7044.99  CDW  1531472 


Call  CDW  for  pricing 

CDW  1005579 


Hard  drives  sold  separately 
HP  SMART  BUY' 
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Making  a  Game  of  Risk 

Virtual  rail  yard  lets  Union  Pacific  engineers  learn 
safely  from  their  mistakes  by  jarina  dauria 

l 

The  locomotive  rattled  down  the  track,  straight  toward  the  Union  Pacific  train  operator  and  his 
string  of  freight  cars.  The  driver  quickly  maneuvered  to  a  different  track:  The  trains  were  close  to 
colliding.  Luckily,  this  near-miss  was  just  the  outcome  of  a  computer  training  game  to  teach  Union 
Pacific  (UP)  railroad  workers  how  to  handle  dangerous,  real-world  situations. 

Safety  is  a  major  concern  for  UP,  which  runs  North  America’s  longest  railroad.  So  the  game  lets 
it  do  something  traditional  training  does  not— put  trainees  in  unexpected  and  possibly  hazardous 
circumstances  so  they  learn  to  handle  them  without  the  risk.  “We  wouldn’t  want  to  damage  a  driver 
or  a  railcar,”  says  UP  CIO  Lynden  Tennison 

While  the  recession  has  slowed  adoption  of  corporate  training  games,  says  Forrester  Research 
analyst  Claire  Schooley,  “it’s  still  going  to  be  big.”  The  U.S.  Army,  an  early  adopter,  will  invest  $50 
million  over  five  years  in  a  gaming  unit  to  train  soldiers  for  combat  situations.  ►  ► 
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UP  uses  simulators  for  training  locomotive  engi¬ 
neers  but  also  knew  it  needed  a  more  efficient  way 
to  train  other  yard  employees.  Traditional  meth¬ 
ods  were  too  time  consuming.  IT  led  the  effort  as  it 
understood  the  technology  available,  says  Tennison. 
In  2005,  work  began  on  a  game  that  also  instructs 
switchmen,  brakemen  and  other  yard  personnel. 

Tennison  hired  gaming  experts  from  PI  Engi¬ 
neering  to  help  build  a  simulated  rail  yard  because 
UP’s  IT  team  didn’t  have  experience  with  gaming 
tools.  While  IT  departments  sometimes  build  gam¬ 
ing  platforms,  most  contract  with  gaming  special¬ 
ists  to  do  the  job,  says  Schooley. 

PI  Engineering  provided  development  tools— 
such  as  a  power  engine,  which  allows  for  realistic 
graphics— along  with  physics  experts  who  calcu¬ 
lated  how  trains  start  and  stop  based  on  weather, 
friction,  incline  and  other  real-life  effects.  They 
worked  with  UP’s  software  group  to  build  the  simu¬ 
lation  and  rail  yard  scenarios,  which  include  hours 
of  video  footage  and  thousands  of  photo  stills  of  its 
rail  yard  in  Cheyenne,  Wyo.,  as  well  as  customer 
facilities,  loading  docks,  rail  lines,  highways  and 
geographical  landmarks.  While  the  combination  of 
footage  and  physics  puts  workers  in  real-life  work 
situations,  such  as  switching  cars  in  the  yard,  “the 
real  value  is  not  the  pictures  or  video,”  says  Tennison. 
“It’s  how  you  use  the  physics  and  the  logic  behind 
how  your  employees  do  their  job.”  More  than  2,000 
UP  employees  have  trained  with  the  game. 

Although  it’s  still  early  to  have  comprehensive 
metrics,  Tennison  says  safety  performance  in  loca¬ 
tions  using  the  game  has  improved  compared  to 
locations  that  train  without  it.  The  game  also  lets 
UP’s  yard  personnel  augment  other  training,  such 
as  the  40  hours  mandated  yearly  by  the  Federal 
Railroad  Administration.  “The  biggest  benefit  for 
us  is  that  we  can  accelerate  training,  especially  with 
new  employees  or  recurring  training,”  he  says.  And 
by  taking  advantage  of  gaming  culture,  the  simu¬ 
lation  is  “more  natural  and  familiar  for  younger 
employees  because  most  grew  up  with  video  games 
and  relate  easily  to  the  medium.” 

Tennison  says  to  start  small  when  implement¬ 
ing  training  games.  He  did  a  pilot  and  validated  it 
by  proving  the  business  value  through  time  and 
safety  benefits.  He  is  now  evaluating  simulation 
games  for  UP  field  managers  to  help  prepare  them 
for  complex  decision-making  situations. 


Contact  Associate  Staff  Writer  Jarina  D'Auria  at 
jdauria@cio.com. 


practice  made  perfect 


Getting  More  from 
Desktop  Management 

BY  RICK  SWANBORG 


IT  organizations  in  diversified  companies-particularly 
those  grown  through  acquisition-wage  a  seemingly 
endless  battle  against  unnecessary  IT  diversity  and 
related  costs.  Conceived,  planned  and  executed  in  18 
months,  UnitedHealth  Group's  (UHG)  Hercules  program 
proves  the  complexity  can  be  conquered,  while  protecting  or 
improving  IT's  service  levels.  By  creating  a  standard  desktop 
configuration  and  consistent  management  processes,  Hercules 
reduced  total  cost  of  ownership  to  $76  per  month  per  desktop, 
from  over  $240, 


The  Situation:  UHG  has  grown  tremendously  through  acqui¬ 
sitions.  A  barometer  of  the  related  IT  challenges  faced:  The 
number  of  desktops  grew  from  24,000  to  90,000  in  four  years, 
leading  to  an  unsustainable  and  unsatisfactory  level  of  IT  cost, 
complexity  and  service. 

What  They  Did:  In  2004,  with  the  CEO's  support,  Alistair 
Jacques,  then  SVP  of  UHG-IT,  launched  Hercules,  focusing  it  on 
standardizing  and  streamlining  the  processes  behind  desktop 
management:  procurement,  configuration,  installation,  life 
cycle  and  asset  management,  In  addition  to  this  focus  on  pro¬ 
cess,  two  techniques  stand  out  as  key  to  the  program's  success. 
Working  with  finance,  IT  developed  a  chargeback  model  that 
imposes  a  premium  on  nonstandardized  desktop  configura¬ 
tions:  $170  per  month  versus  $45  per  month  for  a  standard 
configuration,  This  value  price  encourages  business  managers 
to  choose  the  more  efficient  infrastructure.  UHG  also  reduced 
costly  on-site  support  by  reorganizing  it:  A  central  IT  team 
manages  high-level  support  activities,  completing  95  percent 
remotely,  while  select,  on-site  end  users  (often  non-IT  adminis¬ 
trative  staff  trained  by  IT)  provide  basic  support  to  colleagues. 

Why  It  Was  Unique:  UHG-IT  treated  desktop  management 
as  a  business  process  challenge  rather  than  a  technology  issue. 
This  approach  freed  them  to  employ  tactics  like  non-IT  staff  for 
desktop  support  and  value  pricing. 

The  Takeaway:  To  date,  UHG  has  converted  75,000  out  of 
90,000  devices  to  the  new  standards,  delivering  $42  million  in 
annual  savings.  Effectively,  UHG  can  now  manage  nearly  four 
times  the  number  of  end  users  with  the  same  number  of  IT  per¬ 
sonnel  as  in  2004,  All  while  actually  improving-not  diminishing— 
service  levels:  IT  now  deploys  99,4  percent  of  releases,  updates 
and  patches  in  three  hours,  instead  of  65  percent  in  three  weeks. 


Rick  Swanborg  is  president  of  ICEX  and  a  professor  at  Boston 
University.  A  full  case  study  can  be  found  at  www.icex.com. 


Unify  identity  management  across  Windows  Server®  2Q08  and  SUSE®  Linux  Enterprise  Server.  Microsoft® 
and  Novell®  have  delivered  a  new  secure  and  reliable  framework  that  lets  you  manage  all  your  identities  across 
Windows  and  Linux  on  the  directory  of  your  choice.  Run  with  it  today,  eliminate  the  headaches  of  keeping  two 
directories  in  sync  and  spend  your  time  focusing  on  business  instead  of  passwords. 


Need  the  best  Linux?  Request  your  SUSE  Linux  Enterprise 
deployment  kit  and  workshop  now  at  moreinterop.com 
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LEGAL  AFFAIRS 

The  Beginning  of  the  End 

Why  you  should  plan  for  the  termination  of  an  outsourcing  deal 
before  you  ink  the  contract  by  karl  a.  hochkammer 


For  whatever  reason,  you  are  terminating  a 
contract  with  a  key  outsourcing  vendor.  Per¬ 
haps  their  prices  are  too  high,  or  they  failed  to 
meet  performance  goals.  You  look  over  your 
contract  and— surprise!  Very  little  is  said 
about  what  happens  when  the  deal  ends  and  you  need  to 
transition  to  a  new  vendor. 

Contracts  often  do  not  address  this  critical  issue  in 
sufficient  detail,  making  a  difficult  situation  even  worse. 
Instead  of  focusing  on  the  new  vendor,  CIOs  find  them¬ 
selves  negotiating  with  both  vendors  to  avoid  a  service 
interruption  or  other  adverse  effect  on  business. 

The  time  to  set  the  groundwork  for  a  termination  tran¬ 
sition  plan  is  when  you  negotiate  the  original  contract. 
No  one  likes  to  do  this— focusing  on  a  relationship’s  end 


detailed  rule  book  for  doing  this  in  an  organized  way. 

To  begin,  the  vendor  should  be  contractually  obligated 
to  aid  in  the  development  of  a  transition  plan.  The  ven¬ 
dor  and  customer  should  review  and  approve  the  plan 
as  part  of  the  initial  contract  or  right  after  it  begins.  Basic 
requirements  should  be  specified,  such  as  requiring  details 
of  activities  performed  by  the  vendor,  the  customer  and 
affected  third  parties,  as  well  as  a  process  allowing  activi¬ 
ties  to  be  validated  and  updated  during  a  transition. 

Key  issues  include:  ownership  and  return  of  data, 
documentation  and  intellectual  property  created  or  used 
to  develop  the  services  and  knowledge  transfer;  determin¬ 
ing  whether  a  new  vendor  may  obtain  hardware,  software, 
staff  and  business  procedures  used  by  the  incumbent;  and 
detailing  the  incumbent  vendor’s  obligation  to  perform  the 


before  it  starts  is  viewed  as  bad  karma.  But  unless  you  do 
so,  the  vendor  has  no  incentive  to  do  more  than  the  contract 
requires  when  it  comes  to  transitioning  out  of  a  deal. 

How  can  you  mitigate  this  risk?  Start  by  making  sure 
your  contract  addresses  the  minimum  requirements  for 
a  termination  transition  plan.  The  plan  should  provide  a 


steady-state  services  during  transition. 

All  relationships  have  a  beginning  and  an  end.  A  well- 
designed  contract  ensures  a  successful  exit  for  everyone. 

Karl  A.  Hochkammer  is  an  attorney  with  Honigman,  Miller 
Schwartz  &  Cohn. 
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How  CIOs 

Control 

Costs 

BUDGETS  Call  it  the  CIO's 
dilemma:  As  IT  leaders  cut 
budgets  in  response  to  rising 
economic  pressures,  some 
find  they  must  also  deal  with 
a  spike  in  demand  for  IT  ser¬ 
vices  by  their  end  users. 

CIOs  at  top-performing 
companies  are  dealing  with 
this  issue  in  part  by  making 
quick  and  deep  discretion¬ 
ary  cuts  across  the  board 
rather  than  through  better 
IT  cost-control  initiatives, 
according  to  a  new  survey 
by  The  Hackett  Croup. 

The  survey  shows  IT  bud¬ 
get  growth  at  1.3  percent 


for  2009  to  2011,  compared 
to  a  historic  average  of  5.3 
percent.  At  the  same  time, 
IT  demand  will  grow  at  a 
rate  of  8.6  percent.  Recon¬ 
ciling  greater  demand  with 
a  smaller  budget  means  IT 
must  deliver  higher  levels 
of  efficiency  and  productiv¬ 
ity  improvement,  says  Erik 
Dorr,  senior  research  advi¬ 
sor  for  The  Hackett  Group. 

CIOs  traditionally  do 
this  through  cost  control 
(such  as  negotiating  bet¬ 
ter  vendor  contacts)  and 
discretionary  cuts  (such  as 
staff  reductions).  Although 
discretionary  cuts  are 
the  most  effective  way  to 
quickly  achieve  savings  in 
the  face  of  rapid  demand, 
this  tactic  comes  at  a  cost. 
Dorr  warns.  "Without 
addressing  fundamental 
productivity  issues,  these 


types  of  cuts  inevitably  lead 
to  a  degradation  of  service 
levels  and  a  reduction  in  the 
level  of  demand  that  can  be 
met,"  he  says.  The  survey 
also  found  a  lack  of  focus  by 
CIOs  on  the  demand-side  of 
IT  services,  which  creates 
an  opportunity  to  trim  costs 
there,  says  Dorr. 

Typically,  IT  met  rising 
user  demand  by  simply 
handling  it,  rather  than  cre¬ 
ating  processes  to  prioritize 
work  by  its  value.  How¬ 
ever,  as  CIOs  do  more  with 
less,  developing  demand 
management  capabilities 
becomes  critical. 

The  survey  found  com¬ 
panies  focusing  demand 
management  efforts  around 
project  portfolios  (58  per¬ 
cent)  and  cost  allocation  of 
IT  services  (37  percent). 

-farina  D'Auria 
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CIOs  -  now  is  the  time  to  act. 

The  current  economy  is  creating  enormous  motivation 
to  reduce  costs  and  streamline  business  processes 
while  maintaining  market  share.  But  change  can  be 
challenging.  That’s  why  more  FORTUNE  500®  executives 
are  calling  on  ACS  to  accelerate  changes  required  to 
survive  and  succeed  in  a  tumultuous  economy. 

As  we  deliver  non-core  business  functions  across 
a  range  of  disciplines,  our  clients  benefit  from 
standardized  and  streamlined  processes  -  performed 
impeccably.  The  result:  Creating  a  powerful  upside  to  the 
current  downturn. 

Information  Technology, 

Customer  Care,  Document  and  Data  Management, 

Finance  and  Accounting,  Human  Capital  Management, 
Transaction  Processing 


i  vices.  Inc  iACS)  All  Rights  Reserved 


acs-inc.com/3things 
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Bringing  Simplicity  Back 

VMware's  Vision  for  Virtualization 
Focused  on  The  Cloud 


Dan  Chu 

VP  OF  EMERGING  BUSINESS,  VMWARE 

DAN  OVERSEES  VMWARE'S  EMERGING  BUSINESSES,  INCLUDING  CLOUD 
COMPUTING  AND  THE  VCLOUD  INITIATIVE,  SMALL  AND  MEDIUM  BUSINESS 
(SMB),  AND  VIRTUAL  APPLIANCES.  PREVIOUSLY  HE  WAS  PRESIDENT  AND 
CO-FOUNDER  OF  A  NATIONAL  MANAGED  SERVICE  PROVIDER  FOCUSED  ON 
SMBS,  AND  HELD  ROLES  AT  BAIN  &  COMPANY,  IBM,  AND  KLEINER  PERKINS 
CAUFIELD  &  BYERS. 


What  is  VMware's  take  on  the 
drivers  for  the  widespread 
adoption  of  this  first  stage  of 
virtualization,  which  is  basically 
server  consolidation? 

The  reason  why  virtualization  has  grown 
so  quickly  and  become  such  a  core  part 
of  the  overall  IT  landscape  is  because  of 
the  immediate  CAPEX  savings  achieved 
from  server  consolidation.  It  represents 
a  low-risk  approach  to  immediate  cost 
savings.  But  what’s  been  interesting  in 
talking  to  customers  who  have  been 
on  this  journey  with  us  is  that  you  hear 
how  they  now  accept  the  cost  savings, 
especially  on  the  capital  side,  as  just 


status  quo.  They  get  excited  about  the 
follow-on  benefits  from  a  more  holistic 
virtualization  strategy,  which  includes 
dramatically  improving  the  resiliency  of 
applications  running  in  the  data  center. 
All  of  a  sudden,  you  not  only  have  a  more 
cost  effective  approach  to  IT  operations, 
but  also  better  security,  better  reliabil¬ 
ity,  higher  availability  and  the  dynamic 
headroom  for  scaling  out  an  application 
as  needed.  The  conversation  moves  from 
a  cost  conversation  to  a  business  benefit 
conversation,  which  is  that  they’re  better 


able  to  serve  the  business  with  the  same 
applications  in  a  non-disruptive  manner, 
without  re-architecting  IT  services  on 
the  back  end. 

One  of  the  biggest  challenges,  espe¬ 
cially  in  enterprise  computing,  is  dealing 
with  the  level  of  complexity  that’s  been 
built  up  over  the  last  few  decades. 

I  believe  the  value  of  virtualization 
that  customers  are  finding  is  bringing 
simplicity  back  to  the  IT  environment, 
which  is  something  we  really  haven’t 
addressed  in  IT. 

On  the  availability  side  we  have 
introduced  the  vSphere  platform,  our 
capability  around  fault  tolerance.  It 


fully  protects  your  running  applica¬ 
tions  and  automatically  fails  them  over. 
This  was  once  the  province  of  complex 
custom  technology  that  cost  hundreds  of 
thousands  of  dollars— and  we’ve  made  it 
something  any  customer  using  industry 
standard  hardware  can  do  for  any  of  their 
applications.  We  have  really  transformed 
that  whole  environment. 

Customers  tell  us  they’re  saving  at  a 
baseline  over  $8,000  over  3  years,  per 
virtualized  application,  across  CAPEX, 
across  the  real  estate  savings  in  their  data 


centers,  across  the  power  savings  they  get. 
And  that’s  not  even  per  machine;  that’s 
just  per  application.  It’s  incredibly  com¬ 
pelling  in  this  day  and  age,  especially  in 
light  of  VMware  continuing  to  offer  by  far 
the  best  efficiency  and  return  on  a  cost  per 
workload  or  per  virtual  machine  basis. 

Can  you  talk  a  little  bit  about  how 
you've  addressed  that  virtualization 
management  challenge? 

Our  goal  is  to  move  the  management 
focus  up  from  the  infrastructure  level  to 
the  application  or  service  level.  Nor¬ 
mally  I’m  managing  my  physical  layer, 
my  network  interfaces,  my  storage,  my 
servers,  memory  capacity ...  but  now  we 
can  virtualize  all  of  that.  As  a  result,  IT 
is  literally  managing  applications,  not 
the  lower  levels  of  the  actual  infrastruc¬ 
ture.  It’s  a  dramatic  simplification  of  the 
approach  and  process  of  managing  an 
IT  infrastructure  so  you  can  focus  on 
exactly  what  the  business  cares  about, 
which  is  that  service  level  agreement. 

As  an  example,  customers  can  now 
take  an  entire  complex  multi-tier  ap¬ 
plication  from  a  process  of  procuring 
the  hardware,  layering  down  the  operat¬ 
ing  system,  patching  it,  installing  the 
different  application  components,  and 
integrating  them— which  took  months— 
to  being  able  to  provision  from  a  library 
of  applications  in  a  matter  of  minutes.  To 
a  business,  that's  a  fundamental  change 
to  the  agility  of  their  IT  organization. 


I  believe  the  value  of  virtualization  that  customers 
are  finding  is  bringing  simplicity  back  to  the 
IT  environment,  which  is  something  we  really 
haven't  addressed  in  IT. 
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Is  virtualization  the  enabling  tech¬ 
nology  for  the  cloud  or  is  it  among 
the  enabling  technologies?  What  is 
the  connection? 

In  general  we  define  cloud  computing 
as  on-demand,  elastic  computing  where 
IT  or  applications  can  be  delivered  as  a 
service  without  respect  to  the  underly¬ 
ing  infrastructure.  The  interesting  thing 
is  that  the  common  perception  on  how 
to  achieve  that  is  to  go  to  an  external 
provider  who  manages  that  underlying 
infrastructure  and  delivers  the  applica¬ 
tion  in  a  hosted  model.  It  seems  to  paint 
a  pretty  grim  picture  for  all  of  the  current 
applications  running  inside  of  the  enter¬ 
prise  data  center. 

At  VMware,  we  feel  that  virtualization 
is  the  key  technology  that  gives  custom¬ 
ers  that  evolutionary  path  to  deliver  a 
federated  private  cloud— and  the  first 
step  is  to  bring  cloud  computing  to  their 
premises.  We  call  this  an  “internal  cloud”. 
By  combining  VMware  vSphere  and 
VMware  vCenter,  users  create  a  Cloud 
OS  that  can  run  on  or  off  premise.  VM¬ 
ware  provides  that  pragmatic  journey  to 
achieving  the  benefits  of  cloud  comput¬ 
ing,  but  in  a  way  that  serves  customers’ 
purposes  based  on  existing  applications, 
infrastructure  and  data  centers.  We  build 
a  bridge  to  external  enterprise-ready 
clouds,  through  our  community  of  over 
400  cloud  service  providers  worldwide. 

So  is  it  reasonable  to  ask:  "Well, 
do  l  even  need  a  third  party?" 

What  we  hear  over  and  over  again  from 


External 

Clouds 


customers  is  they  see  what  Google  and 
Salesforce  are  doing  and  they  want  the 
elasticity,  efficiency,  and  the  on-demand 
computing  seen  from  those  players.  But 
the  key  thing  is  they  want  it  for  their  ex¬ 
isting  applications  or  their  IT  infrastruc¬ 
ture,  not  for  just  one  or  two  web-based 
applications. 

That’s  the  transition  vSphere  as  a 
cloud  operating  system  is  looking  to  en¬ 
able:  enabling  customers  to  broadly  take 
their  internal  IT,  their  existing  applica¬ 
tions,  their  existing  architectures  for 
those  applications  and  in  an  evolution¬ 


that  journey  doesn’t  stop  at  the 
data  center. 

One  of  the  largest  IT  organizations 
around  gave  a  presentation  at  our 
industry  conference  about  an  internal 
cloud  they’d  delivered.  What  I  found 
very  thought-provoking  was  how  the  ex¬ 
pectations  of  internal  stakeholders  var¬ 
ied.  The  CIO  expected  to  fundamentally 
improve  the  service  levels  of  deploying, 
scaling  and  recovery  of  applications  and 
'business  services  from  IT.  Customers 
expected  things  would  come  up  more 
quickly  because  of  the  resilience  of  the 
internal  cloud. 

It  turned  out  that  IT,  as  an  opera¬ 
tional  organization,  improved  to  drive 
a  great  deal  of  operational  efficiencies 
and  cost  savings.  For  the  develop¬ 
ers  who  were  actually  delivering  new 
services  to  the  organization,  the  internal 
cloud  fundamentally  changed  their 
ability  to  get  services  up  and  running— 
because  getting  new  IT  resources  to 
support  [deployment]  went  from  days 
or  weeks  or  months  all  the  way  down 
to  minutes. 


VMware  provides  that  pragmatic  journey  to 
achieving  the  benefits  of  cloud  computing, 
but  in  a  way  that  serves  customers7  purposes 
based  on  existing  applications. 


ary  manner  run  them  in  a  cloud— wheth¬ 
er  in  their  internal  cloud  or  in  a  compat¬ 
ible  external  one  that  allows  them  to 
preserve  the  applications,  service  levels 
and  policies  running  in  it. 

There's  a  mandate  from  the 
business  side  that  IT  must  make  the 
most  of  the  resources  that 
they  have.  This  seems  like  a  pretty 
good  way  to  do  that. 

Absolutely.  Our  focus  is  on  working  with 
customers  on  this  virtualization  journey 
to  roll  that  out  in  stages  internal  to  their 
existing  operations  so  they’re  building 
toward  the  full  benefits  of  cloud  com¬ 
puting  in  a  non-disruptive  manner.  And 


In  Part  2  of  our  interview,  learn  how 
the  cloud  can  be  extended  outside  the 
organization  for  even  greater  business 
benefits,  and  how  VM ware's  solutions 
can  help  organizations  achieve  maxi¬ 
mum  value  from  cloud  computing. 


FOR  MORE  INFORMATION: 

Download  a  copy  of  the  VMware  white 
paper  titled  "Eight  Key  Ingredients 
for  Building  an  Internal  Cloud"  at 
www.cio.com/whitepapers/cloud 
Further  information  may  also  be  found  at 
www.vmware.com/cloud 
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Are  You  Cut  Out 
for  Consulting? 

Making  the  move  from  CIO  to  consultant  can  be  a  great  gig  in  a 
tough  economy,  but  it's  not  right  for  everyone  by  kim  s.  nash 


Perhaps  you've  seen  the  writing  on  the  wall  that  your  layoff  is  imminent.  Maybe  you’re  tired  of 
corporate  life  and  want  to  ditch  The  Man  and  become  your  own  boss.  But  if  you  are  considering 
becoming  a  consultant,  listen  up:  Some  CIOs  aren’t  cut  out  for  the  job. 

If  you  have  power-hungry  tendencies,  for  example,  you  may  want  to  keep  your  day  job.  Consulting 
differs  from  being  a  career  CIO  in  that  a  consultant  doesn’t  rule  an  IT  department.  He  or  she  can  offer 
advice,  but  not  issue  directives,  says  James  Sutter,  senior  partner  at  IT  management  firm  The  Peer 
Consulting  Group,  and  former  CIO  of  Xerox  and  Rockwell.  In  the  absence  of  hierarchical  authority, 
influence  and  persuasion  are  now  important  parts  of  the  job,  says  Sutter.  You  need  to  get  things  done, 
much  like  a  CIO  does,  but  you  may  have  to  emphasize  different  skills  than  you’ve  used  in  the  past. 

And  if  you  ask  those  who’ve  done  it,  you’ll  hear  that  the  transition  won’t  necessarily  be  easy.  >  ► 
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Consulting  involves  marketing  that  may  not  come  naturally 
to  everyone,  especially  when  the  product  you’re  selling  is 
yourself,  says  Jesus  Arriaga,  president  and  CIO  of  CIO  Stra¬ 
tegic  Solutions,  a  consulting  firm  he  started  two  years  ago 
after  CIO  stints  at  Keystone  Automotive  and  Spirent  Com¬ 
munications.  Arriaga  doesn’t  do  much  formal  marketing  by 
using  brochures  or  advertising,  he  says.  Rather,  he  does  “a  lot 
of  networking,  talking  to  a  lot  of  people  all  the  time.” 

To  those  who  aren’t  ready  for  that,  he  advises  signing  on 
with  an  established  IT  consultancy  with  its  own  marketing 
function.  “Then  you  can  slowly  transition  into  managing 
your  own  company  and  relationships.” 

When  Rick  Carney  left  his  CTO  post  at  Barr  Pharma¬ 
ceuticals,  he  joined  Melillo  Consulting,  an  existing  firm 
where  he  is  vice  president  and  general  manager.  Going  this 
route  is  less  risky  than  starting  a  business,  Carney  says, 
since  you  have  the  benefit  of  marketing,  a  sales  force  and 
existing  customer  relationships.  However,  your  ability  to 
build  relationships  remains  critical. 

Transforming  yourself  from  a  full-time,  on-staff  CIO 
into  a  consultant  can  unlock  career  options— especially  at  a 
time  when  budgets  are  down.  According  to  Martha  Heller, 


a  managing  director  at  executive  search  firm  ZRG  Partners 
and  CIO  columnist  (see  “A  New  Career  Path  for  CIOs,”  Page 
34),  not  many  small  or  midsize  companies  are  hiring  CIOs 
these  days  but  they  are  willing  to  hire  good  consultants  for 
high-level  IT  strategy  and  project  work. 

Be  smart  when  you  frame  your  pitch.  “If  you  consider 
yourself  an  innovator  and  you  need  financial  investment 
to  make  things  happen,  that  won’t  sell  now.  But  if  you’re  a 
great  cost-cutter,  that’s  a  skill  set  to  sell,”  she  says.  Fashion 
your  resume  to  emphasize  diverse  company  and  industry 
experiences,  she  says,  plus  past  consulting  engagements. 

Finally,  remember  to  adjust  your  attitude.  As  a  consul¬ 
tant,  you’re  considered  a  vendor  now,  Heller  adds.  But  you 
do  have  an  advantage:  As  a  former  CIO,  you  can  align  emo¬ 
tionally  with  the  client  because  you’ve  hired  consultants 
before  and  know  exactly  what  bugs  IT  managers  about 
these  outsiders,  she  says.  That  may  help  you  win  engage¬ 
ments.  You  want  to  be  clear  you’re  not  there  to  rack  up  bill- 
able  hours,  she  says,  but  to  get  a  job  done. 

Senior  Editor  Kim  S.  Nash  can  be  reached  at  knash@cio.com. 
Follow  her  at  twitter.com/knash99. 


I  need  real-time  labor  data  from  my  ERP  system. 

Q  Yes. 

O  Wine.  Cheese.  Labor  data.  I  like  to  let  them  all  age  properly. 

Batch-processed  ERP  labor  data  is,  by  definition,  late.  But  managers  armed  with  real-time  information  will 
spot  and  solve  issues  before  they  become  problems.  At  Kronos,  we  understand  your  workforce  management 
challenges  and  what  it  takes  to  address  them.  Which  is  why  all  our  solutions  deliver  complete  automation, 
high-quality  information,  and  are  easy  to  own.  With  thousands  of  installations  in  organizations  of  all  sizes  — 
including  over  half  the  Fortune  1000® —  we’re  proving  workforce  management  doesn’t  have  to  be  so  hard. 

Visit  Kronos.com/realtimel  for  the  free  IDC  White  Paper:  “Optimizing  Resources,  Lowering  Costs  in  a  Challenging  Economy". 
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A  New  Career  Path  for  CIOs 

Smart  private  equity  firms  are  turning  to  former  CIOs  to 
manage  IT fortheir  acquisitions  by  martha  heller 


34 


In  the  good  old  days  of  private  equity,  firms  would  make 
an  acquisition,  take  care  of  a  few  little  things  like  manage¬ 
ment,  market,  product  and  brand,  and  sell  the  company 
at  a  profit.  With  today’s  credit  crunch,  however,  they  are 
holding  on  to  their  properties  longer.  Forced  to  drive  out 
an  additional  layer  of  costs,  firms  are  spending  more  time 
improving  the  IT  infrastructure  of  their  companies. 

The  smartest  among  these  firms  are  hiring  a  new  kind  of 
partner  to  manage  IT  for  their  acquisitions.  With  a  healthy 
mix  of  technology,  business  and  financial  knowledge,  these 
former  CIOs  are  playing  a  critical  role:  They 
are  replacing  expensive  IT  consultants,  run¬ 
ning  IT  temporarily,  developing  competitive 
IT  strategies  and  providing  a  consistent  stan¬ 
dard  of  excellence  across  a  firm’s  portfolio. 

But  the  job  is  not  easy  to  obtain.  Many 
firms  continue  to  rely  on  consultants  and 
have  not  yet  considered  hiring  a  full-time  IT 
executive.  To  learn  more  about  the  role  and 
how  to  secure  it,  I  spoke  with  three  CIOs- 
turned-private-equity-partners. 

Getting  in  the  Door 

After  significant  experience  as  a  financial  ser¬ 
vices  IT  executive,  Albert  Eng  was  referred  by  a  contact  to 
Cerberus  Capital  Management,  which  hired  him  as  a  senior 
advisor  of  due  diligence,  portfolio  company  turnaround, 
leadership  assessment  and  operational  management. 

Eng  now  works  as  an  industry  expert  for  private  equity 
advisory  and  post- acquisition  turnarounds.  He  notes  that 
getting  in  the  door  as  a  private  equity  manager  can  be  the 
hardest  part  of  the  process.  It’s  all  about  who  you  know. 


“Your  entry  into  a  private  equity  firm  will  probably  be 
through  referrals,”  he  says.  “You’ll  need  to  establish  rela¬ 
tionships  with  firms  or  with  their  portfolio  companies.” 

While  referrals  may  get  you  in  the  door,  you’ll  also  need 
the  right  resume  to  seal  the  deal.  “Private  equity  firms  with 
a  specific  industry  investment  model  will  look  for  a  depth 
of  industry  experience.  Generalist  firms  will  look  for  can¬ 
didates  with  multi-industry  exposure,”  says  Eng.  “Global 
delivery  experience  is  also  important,  as  is  experience  on 
both  the  sell  and  buy  sides  of  IT.” 

Yet  even  with  the  right  resume  and  refer¬ 
ral,  the  role  of  private  equity  IT  partner  is 
new  enough  that  interested  CIOs  may  have 
to  sell  the  value  of  the  position  along  with 
their  own  qualifications. 

Craft  a  Winning  Pitch 

When  marketing  your  skills  to  a  private 
equity  firm,  your  best  bet  is  to  emphasize 
cost-reduction  experience. 

Private  equity  firms  usually  hire  consul¬ 
tants  to  restructure  and  manage  IT  for  their 
companies.  Without  someone  to  provide 
oversight  to  the  consultants,  firms  can  incur 
a  lot  of  overhead  without  seeing  a  cost-effective  IT  strategy. 

“Firms  pay  a  lot  of  money  to  big  audit  firms  that  check 
that  the  numbers  are  documented  but  do  not  ask  where  the 
data  comes  from,”  says  former  Lucent  Technologies  VP  and 
CIO  Bill  Stuckey,  now  at  Arsenal  Capital  Partners.  “When 
firms  are  strapped  for  cash,  they  need  to  make  sure  their 
consultants  do  deeper  dives  on  the  data  to  find  new  ways 
to  drive  cost  out  of  the  business.” 


The  role  of 
private  equity 
IT  partner  is 
new  enough 
that  CIOs  may 
have  to  sell  the 
position  along 
with  their  own 
qualifications. 


Quick  Fix  Fight  Plan:  Effectively  managing  conflict  takes  practice  because  it's  counter  intuitive  to 
our  gut  responses.  Our  instinct  is  to  go  into  fight  or  flight  mode,  says  Lynne  Eisaguirre,  author  of  The  Power 
of  a  Good  Fight  and  president  of  human  resources  consultancy  Workplaces  That  Work.  Neither  approach  is 
particularly  productive  at  work.  Instead,  she  suggests  participating  in  a  conflict  training  course.  Encourage 
your  IT  managers  to  do  the  same. 
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While  Stuckey’s  role  “is  to  help  assure  that  our  compa¬ 
nies  all  have  technology  strategies  and  platforms  to  support 
the  business,”  he  also  makes  sure  his  vendors  are  deliver¬ 
ing  only  the  most  valuable  information. 

“I  put  together  our  requirements,  find  outside  groups 
that  can  perform  consistently  for  a  competitive  price 
across  the  portfolio  companies  and  direct  their  efforts,” 
says  Stuckey.  “This  way  we  get  consistent  information  and 
support  at  a  reduced  price.” 

Know  What  You  Want 

Before  you  start  working  your  networks,  you  may  want  to 
think  carefully  about  some  of  the  differences  between  your 
CIO  role  and  this  new  one. 

As  CIO  of  J.  Crew  and  Vitamin  Shoppe  Industries,  Mike 
Morris  had  worked  for  companies  that  were  bought  by 
private  equity  firms  and  became  interested  in  the  other 
side  of  the  fence. 

He  learned  that  North  Castle  Partners  was  looking 
for  an  executive  to  help  with  IT  strategy  and  operations 
improvement.  Morris  is  now  an  operating  advisor  at  North 


Castle,  responsible  for  “advising  each  of  the  deal  teams  on 
the  IT  infrastructure  of  potential  acquisitions,  incorporat¬ 
ing  IT-restructuring  activities  into  the  100-day  plan  and 
making  sure  we  invest  the  right  amount  of  money  in  IT. 

Unlike  his  former  CIO  roles,  Morris  handles  many 
more  aspects  of  this  job  himself.  “I’m  in  a  boutique  firm 
of  15  people,”  he  says.  “I  don’t  have  a  staff  to  delegate  to:  I 
do  all  of  my  own  research  and  put  together  my  own  set  of 
due-diligence  tools.” 

For  Morris,  the  entrepreneurial  element  to  his  role  is 
extremely  gratifying,  but  he  recognizes  the  shift  it  may 
represent  for  some  CIOs. 

“North  Castle’s  approach  is  in  developing  collaborative 
partnerships,”  he  says.  “We  focus  on  small  companies  that 
I  consider  to  be  my  customers.  I  need  to  listen  to  them  and 
not  say,  ‘My  way  or  the  highway.’  They  are  counting  on  us 
to  help  them  achieve  their  dreams.” 
i  - 

Martha  Heller  is  managing  director  of  the  IT  Leadership  Practice 
at  ZRG,  an  executive  recruiting  firm.  Reach  her  at  mheller@ 
zrgroup.com  or  read  her  columns  at  www.cio.com/author/41283. 


I  need  a  no-frills  time  and  attendance  solution 
that  will  grow  if  we  need  it  to. 

©  Yes. 

O  Buying  more  than  we  need  is  our  contribution  to  the 
stimulus  effort. 

Automating  your  workforce  management  processes  can  yield  dramatic  results.  But  to  really  pay  off  it 
has  to  be  easy  to  implement,  use  and  afford.  At  Kronos,  we  understand  your  workforce  management 
issues  and  what  it  takes  to  address  them.  Which  is  why  all  our  solutions  deliver  complete  automation, 
high-quality  information,  and  are  easy  to  own.  With  thousands  of  installations  in  organizations  of  all 
sizes,  we  re  proving  workforce  management  doesn’t  have  to  be  so  hard. 

Visit  Kronos.com/growl  for  the  free  Guide:  “Selecting  an  Automated  Time  and  Attendance  Solution". 
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Under  Pressure?  We  know  what  you're  facing.  We  are  CIOs 
from  500  companies  around  the  world  dealing  with  the  same  strategic  and 
tactical  challenges. 

We're  helping  each  other,  one-on-one.  Join  us 

in  virtual  and  face-to-face  meetings,  and  via  new  and  shared  content  --  to 
to  save  money,  avoid  mistakes,  bring  new  ideas  to  the  business,  build 
morale  and  develop  our  leadership  teams.  Visit  council.cio.com 

to  sample  some  of  that  content  and  register  for  select  upcoming  meetings. 


You  don't  have  to  go  it  alone.  http://council.cio.com 


CIO  Executive  Council 

Leaders  Shaping  the  Future  of  Business 


CIO  magazine’s  CIO  Executive  Council  is  a  dues-based  professional  association  of  hundreds  of  the  world's  leading 
CIOs  who  together  form  the  most  unbiased  and  reality-tested  peer-advisory  resource  available.  We  have  no 
vendors,  no  consultants  or  analysts  and  no  hidden  agendas. 

For  information  on  membership,  please  visit  http://council.cio.com. 
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What  Would 

ELEANOR  ROOSEVELT  Do? 


Years  before  she  helped  Franklin  D. 
Roosevelt  win  four  presidential  campaigns 
and  became  "reluctant  First  Lady"  in  the 
1930s  and  1940s,  Eleanor  Roosevelt  was 
an  outspoken  social  reformer,  Her  legacy 
includes  fighting  for  women's,  civil  and 
human  rights  in  the  U.5.  and,  via  the  fledg¬ 
ling  United  Nations,  the  world.  J.  Edgar 
Hoover  considered  her  dangerous;  the  FBI 
file  on  Roosevelt  is  one  of  its  thickest. 

Roosevelt  prided  herself  on  a  forthright 
and  compassionate  management  style- 
one  that,  in  these  trying  economic  times. 


would  likely  advance  not  only  her  career  but 
those  of  her  staff.  We  asked  Allida  Black, 
director  and  editor  of  The  Eleanor  Roosevelt 
Papers  Project  and  a  research  professor  of 
history  and  international  affairs  at  George 
Washington  University,  to  imagine  how 
Roosevelt  might  manage  today. 

Question:  As  a  senior  executive, 
how  would  you  lay  off  staff? 

Answer:  With  great  sadness,  I  would  have 
done  all  I  could  to  keep  people  employed. 

I'll  have  discussions  with  each  individual 


to  explain  the  downsizing.  I'll  help  them 
secure  additional  work  by  writing  letters  of 
reference  and  making  phone  calls.  I  appreci¬ 
ate  the  loss  of  friendships  and  the  pressure 
it  puts  on  employees  to  do  more  work  with 
less  staff.  I  would  not  expect  staff  to  do 
anything  I  wouldn't  do  myself. 

Question:  What  do  you  do  when  you 
disagree  with  the  CEO's  plans? 

Answer:  In  a  board  or  staff  meet¬ 
ing,  I  would  speak  up.  If  it  was  a  public 
announcement,  I  would  not  leap  to  criticize 
publicly.  I  would  go  to  the  CEO  and  say,  'We 
need  to  think  about  this.  I  disagree  and 
here's  why.'  Depending  on  how  significant 
the  disagreement  was,  I  might  go  public. 

I  have  done  this  with  major  corporations, 
labor  groups,  the  U.N.,  with  Truman  and 
FDR.  If  the  disagreement  was  over  a  funda¬ 
mental  value  where,  when  I  did  a  gut  check, 
I  couldn't  go  there.  I'd  resign.  I  resigned  from 
the  Daughters  of  the  American  Revolution 
over  Marion  Anderson.  I'm  not  shy  about 
making  my  opinion  known  but  I  always  go 
to  the  person  first.  -Kim  5.  Nash 


I  need  to  control  labor  costs  in  these  tough  times. 

©  Yes. 

©  Control  costs?  Hell,  we’re  waiting  on  a  government  bailout. 

Over-scheduling.  Payroll  errors.  Inefficient  manual  processes.  Find  a  way  to  reduce  them  and  you’ll 
see  a  big  impact  on  the  bottom  line.  At  Kronos,  we  understand  your  workforce  management  issues 
and  what  it  takes  to  address  them.  Which  is  why  all  our  solutions  deliver  complete  automation,  high- 
quality  information,  and  are  easy  to  own.  With  thousands  of  installations  in  organizations  of  all  sizes  — 
including  over  half  the  Fortune  1000® — we’re  proving  workforce  management  doesn’t  have  to  be  so  hard. 


Visit  Kronos.com/laborl  for  the  free  I  DC  White  Paper:  " Optimizing  Resources,  Lowering  Costs  in  a  Challenging  Economy". 
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When  a  high-speed  chase  on  an  interstate  highway  in  Alpharetta,  Ga., 

resulted  in  the  arrest  of  a  suspect  with  seven  felony  warrants,  residents  credited  the 
work  of  a  fast-acting  police  officer.  Little  did  they  know  that  a  mild-mannered  CIO 
was  also  to  thank  for  nabbing  the  dangerous  offender. 


Meet  John  Albers,  CIO  at  Ronald  Blue,  a  financial  man¬ 
agement  firm  with  approximately  $5  billion  in  investment 
assets.  As  CIO,  Albers  and  his  team  ensure  around-the- 
clock  IT  security,  network  operations,  software  devel¬ 
opment  and  media  and  project  management.  But  that 
hasn’t  stopped  this  volunteer  firefighter  from  helping  the 
Alpharetta  Department  of  Public  Safety  (ADPS)  roll  out  an 
arsenal  of  innovative  crime-fighting  tools. 

“I’ve  always  had  a  knack  for  technology,  but  it’s  in  my 
blood  to  serve  other  people  and  give  back,”  says  Albers.  In 
2006,  he  combined  these  passions  by  help¬ 
ing  launch  the  Alpharetta  Public  Safety 
Foundation  (APSF),  a  nonprofit  group  to 
raise  funds,  create  programs  and  offer  tech¬ 
nical  assistance  to  improve  public  safety. 

Albers  and  the  APSF  have  spearheaded 
several  high-tech  projects  including  the 
Mobile  Plate  Hunter  100,  which  nabbed 
the  interstate-fleeing  suspect.  The  MPH 
100  is  a  $25,000  computer  imaging  system 
with  infrared  cameras  that  are  mounted 
on  a  police  car.  The  portable  unit  captures 
1,500  license  plates  per  minute  and  cross- 
references  them  against  five  national  law 
enforcement  databases.  If  there’s  a  match- 


red  flags  range  from  stolen  vehicles  to  suspended  drivers 
licenses— the  system  notifies  the  police  officer.  Only  after 
Albers  and  other  foundation  members  personally  evalu¬ 
ated  and  tested  the  device  did  the  APSF  purchase  it  on 
behalf  of  the  ADPS.  He  still  assists  and  troubleshoots  any 
network  challenges  that  arise  from  daily  updates  to  the 
system’s  database. 

Albers  also  lent  his  IT  expertise  to  the  creation  of  Alpharet¬ 
ta’s  911-Command  and  Control  Center.  The  center  grants 
emergency  personnel  access  via  a  virtual  private  network  to 
city  security  cameras.  Albers  installed  and 
integrated  a  string  of  the  digital  cameras  so 
law  enforcement  officials  can  better  plan  and 
execute  emergency  operations.  “John’s  exper¬ 
tise  in  the  IT  field  has  been  a  tremendous 
help,”  says  George  Gordon,  executive  officer 
of  public  information  at  ADPS. 

You’d  think  a  financial  services  CIO  would 
have  his  fill  of  putting  out  fires.  But  not  Albers. 
“I’ll  do  whatever  it  takes  and  whatever  my  day 
dictates,”  he  says.  “Whether  it’s  being  a  fire¬ 
man,  a  CIO  or  a  crime  fighter.” 


Cindy  Waxer  is  a  freelance  writer  based  in 
Toronto. 


HOW  YOU  CAN  HELP 

You  don't  need  a  knack  for 
nabbing  criminals  to  put  your 
IT  powers  to  good  use,  Many 
charitable  organizations  can 
benefit  from  your  IT  expertise, 
United  Way 
liveunited.org 
Feeding  America 
feedingamerica.org 
The  Salvation  Army 
s  alvationarmyusa.org 
Save  the  Children 
s  avethechildren.org 
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going  gets  tough.  If  anything,  investing  in  the  next 
generation  matters  now  more  than  ever. 


f  there  was  ever  a  more  difficult  time  to 

make  leadership  development  a  priority,  you’d  have  a  hard 
time  convincing  most  IT  executives  of  it.  In  the  aftermath  of 
the  global  economic  meltdown,  CIOs  face  a  long  list  of  chal¬ 
lenges— from  cost  cutting  and  customer  demands  to  strategic 
planning  and  successful  innovation— and  the  resources  avail¬ 
able  to  accomplish  them  continue  to  contract. 

Executives  across  the  board  are  downgrading  their  con¬ 
cern  about  the  pipeline  of  top  talent  in  their  organizations. 
Corporate  leaders  ranked  pressure  to  cut  costs  (83  percent) 
as  their  toughest  business  challenge,  according  to  recent  research  from 
Personnel  Decisions  International,  an  HR  consultancy.  Talent  manage  ¬ 
ment  fell  to  dead  last,  with  just  five  percent  of  survey  respondents  citing 
loss  ofleaders  in  key  areas  or  insufficient  talent  as  a  concern. 

Indeed,  it  would  be  easy  for  CIOs  to  shift  into  autopilot  when  it  comes 
to  developing  the  next  generation  of  IT  leaders.  Problem  is,  say  manage¬ 
ment  experts,  that  without  a  guiding  force,  leaders  will  self  select— and 
they  may  not  be  qualified  for  senior  roles. 

“Leaders  are  developing  whether  you  want  them  to  or  not.  The  ques¬ 
tion  is:  Do  we  want  to  be  aware  of  that  and  guide  that  in  a  conscious 
way?”  says  Karen  Sobel-Lojeski,  visiting  assistant  professor  at  Stony 
Brook  University’s  department  of  technology  and  society.  “We  need  to 
pay  more,  not  less,  attention  to  leader  development  because  leaders  are 
coming  up  anyway.” 

“The  trick,”  says  F.  Warren  McFarlan,  professor  of  business  adminis¬ 
tration  at  Harvard  Business  School  and  author  of  numerous  books  on  IT 
management  and  strategy,  “is  to  be  able  to  identify  the  remarkable  people 
in  the  organization  while  getting  the  work  of  the  business  portfolio  done. 
You’ve  still  gotta  get  the  laundry  out.” 

The  CIOs  who  identified,  mentored  and  groomed  CIO  magazine’s 
2009  Ones  to  Watch  honorees  (Read  “Tomorrow’s  Leaders,”  Page  46) 
are  flat-out  focused  on  developing  the  next  generation  of  leaders  (and 
the  generation  after  that)  while  still  meeting  the  myriad  challenges  of  the 
modern-day  IT  department.  And  while  there’s  a  lot  of  buzz  about  how 
to  bring  up  Gen  X  or  Gen  Y  (Read  “Bringing  Up  Gen  Y,”  Page  43),  the  IT 
leaders  we  spoke  to  believe  that  leadership  development  is  leadership 
development  and  that  focusing  on  age  or  any  other  differentiating  factor 
is  not  productive. 

“It’s  simply  a  matter  of  priority,”  says  Amtrak  CIO  Ed  Trainor,  whose 
staff  includes  a  Ones  to  Watch  honoree.  “You  must  make  the  investment 
or  else  you  will  lose  the  good  people.” 

CIOs  should  heed  Trainor’s  advice.  Many  aspiring  CIOs  are  dissatis¬ 
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Amtrak  CIO  Ed  Trainor  (right)  manages 
the  risk  of  giving  key  assignments  to  IT 
leaders  such  as  Ones  to  Watch  honoree 
Dee  Waddell  by  "moving  them 
judiciously  into  more  responsibility." 


our  survey. 

IT  executives  who  make  the  effort  to  cultivate  their 
up-and-comers  reap  results  not  just  in  the  future  but 
in  the  harried  here  and  now.  “Balancing  competing 
demands  is  an  important  part  of  the  job  of  any  IT 
leader  in  a  complex  environment.  I  do  everything  I 
can  to  avoid  the  ‘tyranny  of  the  or,’  like  you  can  have 
either  peak  productivity  or  learning  and  growth,” 
agrees  American  Red  Cross  SVP  and  CIO  Mark 
Weischedel,  whose  organization  also  claims  a  Ones  to 
Watch  honoree.  “I  firmly  believe  that— on  the  whole 
and  over  time— you  can  have  both.  If  people  like  and 
believe  in  what  they’re  doing,  and  are  stimulated  by 
new  challenges,  they’ll  perform  better.” 

CIOs  for  Tomorrow 

Today’s  CIOs  have  to  be  a  little  clairvoyant,  not  only 
transforming  their  best  and  brightest  managers  into 
leaders,  but  also  preparing  them  for  challenges  to  come. 
The  one  bright  spot  in  the  torrent  of  bad  economic 
news  today  is  that  it’s  made  reading  those  tea  leaves  a 
little  easier. 

Ones  to  Watch  honoree  Risa  Fogel  was  former  vice 
president  of  business  relationship  management  at 
Realogy,  the  $4.7  billion  parent  company  of  real  estate 
franchises  Century  21  and  Coldwell  Banker  whose 
revenues  have  sunk  27  percent  since  2006.  But  Fogel, 
now  senior  managing  director  of  business  relation¬ 
ship  management  at  Cushman  &  Wakefield,  has  a 
good  handle  on  what  she’ll  face  as  a  CIO  in  the  next 
few  years.  Everything  that  today’s  IT  executives  are 
confronted  with— squared. 

“Future  CIOs  will  be  challenged  with  many  of 
the  issues  facing  today’s  leaders,  but  in  the  context 


fied  with  their  CIO’s  approach  to  developing  talent,  according 
to  an  exclusive  new  survey  by  CIO  magazine.  Fewer  than  half  of 
respondents  believe  their  CIO  is  “very  committed”  to  developing 
internal  leaders  while  34  percent  say  their  CIO  is  “somewhat  com¬ 
mitted.”  In  addition,  more  than  half  gave  their  IT  bench  a  weak 
rating,  which  suggests  a  need  for  more  leadership  development 
by  the  CIO.  The  survey  polled  90  aspiring  IT  leaders,  80  percent 
of  whom  are  Gen  Xers  now  working  their  way  to  the  top. 

Clearly,  CIOs  should  carve  out  time  to  devote  specifically  to 
leadership  development  throughout  their  organization.  “But 
there’s  also  a  mind-set  that  has  to  change,”  says  Sobel-Lojeski, 
whose  book,  Leading  the  Virtual  Workforce:  How  Great  Leaders 
Transform  Organizations  in  the  21st  Century,  publishes  in  August. 
“You  must  always  be  in  leadership-development  mode.  You 
never  know  who  may  turn  out  to  be  the  next  leader.” 

Smart  CIOs  see  leadership  development  moments  in  even 
the  mundane.  “I  try  to  take  advantage  of  everyday  events— prob¬ 
lems  or  personnel  issues— and  turn  them  into  real-time  learning 
opportunities,”  says  Toyota  CIO  Barbra  Cooper,  who  has  two 
Ones  to  Watch  honorees  as  direct  reports.  “I  just  never  stop  try¬ 
ing  to  be  a  leadership  developer.  I  am  thinking  about  it  all  the 
time.”  Such  coaching  by  senior  staff  is  seen  as  a  “very  effective” 
form  of  training  by  61  percent  of  would-be  CIOs,  according  to 


of  how  to  guide  their  business  to  recovery,”  she  says.  “They 
will  be  particularly  challenged  with  driving  innovation.  [But] 
encouraging  new  investment  and  risk  taking  will  need  to  be 
carefully  couched  in  terms  of  how  it  will  deliver  short-  and  long¬ 
term  growth.” 

The  successful  21st  century  CIO  will  deliver  on  multiple 
dimensions.  “The  CIO’s  role  will  be  to  appropriately  deliver 
innovative  services  that  align  with  corporate  strategy  and  to 
balance— in  a  cost-  and  risk-sensitive  way— the  work  of  inside 
staff  and  outside  staff,”  says  McFarlan. 

That’s  just  part  of  what  CIOs  must  accomplish  to  make  it  today, 
says  Weischedel,  who  took  on  the  top  IT  job  at  the  Red  Cross  last 
year.  “Surviving  and  prospering  as  a  CIO  will  require  anticipation 
and  agility  like  never  before.  Experience  working  in  a  diverse  set 
of  responsibilities,  organizations,  structures  and  situations  is  the 
best  preparation,”  says  Weischedel,  whose  own  career  spans  a  half- 
dozen  industries  and  situations  ranging  from  aggressive  growth  to 
downsizing  and  divestiture.  “Especially  in  times  like  these,  draw¬ 
ing  on  past  experiences  makes  a  huge  difference.” 

Old-Fashioned  Leadership  Training 

For  all  IT  management’s  increased  complexity,  some  of  the  most 
rewarding  leadership  development  experiences  (Read  “Oppor- 
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tunity  Knocks,”  Page  56)  cited  by  tomorrow’s  CIOs  are  tried 
and  true. 

Ones  to  Watch  honoree  Jeffrey  Modell  values  his  time  at 
the  Center  for  Creative  Leadership.  He  took  a  CCL  class,  “The 
Looking  Glass  Experience,”  which  involved  taking  various 
assessment  tests  (e.g.  Myers-Briggs,  360-degree  reviews),  a 
six-hour  simulation  of  a  stressful  corporate  situation  and  tons 
of  feedback.  Modell,  who  served  as  interim  vice  president  of  IT 
infrastructure  at  the  Red  Cross  before  moving  to  the  Interna¬ 
tional  Monetary  Fund  as  division  chief  of  IT  client  services  in 
April,  used  to  avoid  feedback  for  fear  of  a  bad  review.  “I  gained 
an  appreciation  of  the  value  of  feedback  and  introspection,”  he 
says.  Today  he  solicits  feedback  from  his  manager,  employees 
and  peers,  provides  feedback  regularly  to  his  own  staff  and 
coaches  others  on  how  to  give  and  accept  feedback.  He  has  even 
sent  his  own  staff  to  CCL  classes. 

Ones  to  Watch  honoree  Dee  Waddell  credits  personal  and 
business  experiences  along  with  management  education  (he 
has  an  MBA  in  strategic  management  and  is  working  on  a  man¬ 
agement  doctorate)  with  helping  him  overcome  his  own  weak¬ 
nesses.  “I  have  had  deep  experience  in  many  of  the  areas  I  am 
leading,  so  I  have  no  issues  in  rolling  up  the  sleeves  and  taking 
action.  The  biggest  challenge  I  have  is  sometimes  I  can  move  too 
fast  and  not  ensure  everyone  is  on  the  same  page  before  moving 
forward,”  says  Waddell,  Amtrak’s  group  information  officer  for 
marketing,  sales  and  customer  service.  He  learned  the  impor¬ 
tance  of  collaborating  with  others  through  formal  and  informal 
meetings  and  regular  check-ins  as  well  as  by  following  up  with 
key  constituents,  even  when  his  impulse  is  to  barrel  ahead. 

At  Toyota,  Cooper  encourages  enrollment  in  executive  MBA 
programs  and  has  a  career  development  plan  for  her  staff  that 
requires  certain  courses,  conferences,  speaking  engagements 


and  position  rotations.  She  tailors  the  activities  to  the  employee. 
Toyota  honoree  Zack  Hicks  came  from  the  business  side,  so  his 
focus  was  on  gaining  confidence  and  expertise  with  technology 
and  technical  staff.  Toyota’s  other  honoree,  Karen  Nocket,  had 
a  solid  IT  background  but  needed  to  shed  her  geek  image  and 
get  more  business  exposure. 

Not  all  traditional  leadership  training  must  be  bought  and 
paid  for— thankfully.  Fogel  attended  executive  management 
programs  and  the  Society  for  Information  Management’s 
regional  leadership  forum,  which  provided  a  strong  founda¬ 
tion  for  working  with  the  business.  “Developing  the  ability  to 
effectively  communicate  across  all  levels  of  the  organization  has 
been  crucial  to  my  success  and  is  something  I  try  to  encourage 
for  my  staff,”  she  says. 

While  at  Realogy,  Fogel  says  she  offered  her  staff  “the  abil¬ 
ity  to  step  into  unfamiliar  situations,  using  a  lot  of  one-on-one 
coaching  and  immediate  feedback.”  She  also  used  the  company’s 
business  challenges  to  talk  about  “the  difficult  decisions  leaders 
must  make  to  adjust  to  a  changing  environment.” 

For  all  the  formal  management  training  Hicks  has  under  his 
belt,  he  credits  his  one-on-one  time  with  Toyota  CIO  Cooper 
as  perhaps  his  most  educational.  “My  strongest  mentor  and 
teacher  has  been  Barbra.  She’s  got  laser-beam-like  insight  into 
performance  and  corporate  cultures,  and  she  cuts  through  the 
B.S.  with  a  machete.  She  gives  strong,  immediate  and  action¬ 
able  feedback  and  insight,”  says  Hicks.  “I  try  to  do  the  same 
with  my  staff.” 

Business  Boot  Camp 

Amtrak’s  Trainor  is  65  years  old.  He’s  been  a  CIO  for  25  years 
at  four  companies  in  four  different  industries.  He’s  got  an  MBA 
with  a  specialty  in  information  technology.  But  the  best  thing 
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Making 

GenY 

Leaders 

For  the  first  time  ever, 
IT  organizations  are 
staffed  by  four  distinct 
generations  of  work- 
ers-the  Silent  Genera¬ 
tion,  Baby  Boomers, 
and  Generations  X  and 
Y.  And  while  most  lead¬ 
ership  development 
attention  is  focused  on 
handing  the  baton  to 
Gen  X  standouts,  most 
of  the  anxiety  is  about 
managing  Gen  Y. 

'There's  this  per¬ 
ceived  technology  edge 


that  young  people  have 
and  this  sense  that 
they've  learned  to  live 
differently  because  of 
it,"  says  Dr.  Karen  Sobel- 
Lojeski,  visiting  assis¬ 
tant  professor  at  Stony 
Brook  University's 
Department  of  Technol¬ 
ogy  and  Society. 

And  there  may  be 
leadership  deficits 
that  an  organization's 
youngest  workers 
need  to  overcome. 
"Their  ability  to  mul¬ 
titask,  while  certainly 
useful,  could  prove 
a  weakness  as  they 
are  asked  to  focus  on 
business  or  personnel 


problems  that  are  not 
easily  solved  in  a  short 
time  frame,"  says  Ones 
to  Watch  honoree  Risa 
Fogel,  formerly  of 
Realogy  and  now  at 
Cushman  &  Wakefield. 

Nonetheless, 

Ones  to  Watch 
honorees-charged 
with  nurturing  their 
own  successors  from 
among  the  millenni- 
als-see  promise.  "This 
generation  can  have 
a  significant  impact 
on  the  continued 
convergence  of  the  IT 
organization  with  the 
business,"  says  Gen 
Xer  and  Ones  to  Watch 


honoree  Dee  Waddell 
of  Amtrak.  "They  will 
become  the  technol¬ 
ogy-savvy  business 
leaders  of  the  future." 

"Generation  Y  lead¬ 
ers  could  have  a  posi¬ 
tive  influence  on  the 
culture  of  a  workplace 
based  on  their  enthusi¬ 
asm  for  friends  and  col¬ 
laboration,"  adds  Fogel. 
"Their  expectations  for 
immediate  results  may 
result  in  great  innova¬ 
tion,  particularly  since 
they  don't  have  the 
same  imaginary  bound¬ 
aries  as  some  earlier 
generations." 

CIOs  and  their  man¬ 


agers  must  develop 
the  next  generation 
of  leaders  "in  much 
the  same  way  we  did 
20  years  ago  by  giving 
them  practical  experi¬ 
ence  right  out  there  on 
the  battlefield,"  says 
F.  Warren  McFarlan, 
professor  of  business 
administration  at  Har¬ 
vard  Business  School. 

And  now  is  the 
perfect  time  to  hand 
real  responsibilities 
and  meaningful  lead¬ 
ership  experiences 
to  Gen  Y  as  CIOs  are 
tasked  with  doing 
more  with  fewer  staff 
members.  -S.O. 
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he  ever  did  for  his  career,  he  says,  was  get¬ 
ting  out  of  IT  to  spend  some  time  in  the 
business  ranks. 

It’s  no  secret  that  an  understanding  of 
and  ability  to  work  with  the  business  is  a 
key  success  factor  for  IT  leaders.  In  fact, 
aspiring  CIOs  say  they  consider  strate¬ 
gic  and  business-focused  skills  to  be  key 
in  getting  to  the  next  level,  according  to 
our  survey. 

“[The  lack  of]  a  deep  ability  to  under¬ 
stand,  relate  to  and  communicate  with 
senior  people  outside  of  IT  is  where  a  lot  of 
IT  professionals  have  gotten  themselves 
in  trouble,”  says  McFarlan.  But  letting  go 
of  your  best  employees  isn’t  easy.  After  all, 
there’s  a  very  real  chance  they  may  never 
return.  But  “the  business”  remains  one  of 
the  best  training  grounds  for  IT  leaders. 

Ones  to  Watch  honoree  Kevin  Cooke 
joined  the  Department  of  Energy  right  out 
of  school,  rising  to  associate  CIO  during  a 
potentially  contentious  IT  centralization 
effort.  Communication  and  collabora¬ 
tion  with  the  business  units  has  led  him 
to  some  early  success.  Naturally,  Cooke 
wants  to  instill  those  same  skills  in  his 


Department  of  Energy  CIO  Tom  Pyke 
(left)  and  Ones  to  Watch  honoree 
Kevin  Cooke  believe  in  giving  staff 
challenging  assignments  to  stretch 
their  leadership  abilities. 


team.  So  he  created  an  organizational 
development  program  with  a  budget  for 
professional  training,  a  focus  on  team- 
and  communication-building  exercises, 
and— most  importantly— opportunities  to 
cross-train  in  other  departments.  Dubbed 
“details,”  these  six-month  to  one-year 
assignments  send  IT  employees  to  another  DOE  office  or  pro¬ 
gram  temporarily. 

During  lean  times,  it  can  be  difficult  to  give  up  even  one  prized 
employee  for  six  months.  But  shorter-term  business-IT  exchanges 
can  have  lasting  effects.  “Earlier  in  my  career  at  Realogy  I  had  the 
opportunity  to  travel  with  my  business  customers,  which  helped 
me  understand  their  business  strategy  and  challenges,”  says 
Cushman  &  Wakefield’s  Fogel.  “It  [also]  helped  them  develop 
confidence  in  my  ability  to  help  solve  business  problems.” 

When  Amtrak  CIO  Trainor  brought  Waddell  in  to  interview 
for  his  role  to  help  Trainor  rehabilitate  the  department,  he  knew 
he  needed  someone  capable  of  more  than  making  the  IT  trains 
run  on  time.  Waddell  had  been  responsible  for  a  business  unit 
with  revenues  of  nearly  $3  billion  and  had  held  senior  business 
and  IT  leadership  positions,  but  Trainor  wanted  to  check  his 
business  credentials  with  Waddell’s  business  partners,  which 
was  not  unusual  to  do  with  a  new  hire.  “He  was  very  wise  in  hav¬ 
ing  me  interview  with  most  of  the  senior  business  leaders  I  would 
be  working  with  and  supporting,”  says  Waddell.  Since  he  hired 
Waddell,  Trainor  has  asked  him  to  work  closely  with  the  business, 
giving  him  the  opportunity,  as  part  of  a  combined  marketing  and 
IT  team,  to  present  to  the  board  of  directors  in  March. 

When  the  Red  Cross’s  Modell  was  employed  by  the  Washing¬ 


ton  Post,  he  worked  closely  with  a  vice  president  he  was  charged 
with  supporting.  She  asked  him  to  develop  an  IT  road  map  for 
the  business.  But  both  quickly  realized  there  was  no  clear  busi¬ 
ness  strategy  on  which  to  pin  a  technology  plan.  So  together  they 
built  an  IT-business  strategy  and  a  supporting  IT  road  map.  “I 
had  always  been  a  bit  skeptical  about  the  actual  impact  that  the 
development  of  a  vision  could  have,”  admits  Modell.  “By  seeing 
the  entire  team  rally  around  the  direction  and  by  participating 
in  decisions  to  adjust  priorities  and  kill  projects,  I  gained  an 
appreciation  for  their  value.” 

At  the  Red  Cross,  he  led  his  own  leadership  team  with  devel¬ 
oping  a  mission,  vision  and  road  map.  And  while  at  the  Post,  he 
insisted  on  at  least  a  full  day  each  year  in  a  business  role.  “There 
is  great  advantage  to  requiring  all  IT  staff  to  [work]  side-by-side 
with  someone  in  the  business,”  says  Modell,  who  once  spent  a 
night  distributing  newspapers  to  understand  part  of  the  Post’s 
business  model. 

Freedom  to  Fail 

Some  future  leaders  are  easy  to  recognize.  Amtrak’s  Waddell 
achieved  the  rank  of  Eagle  Scout  by  13.  He  helped  to  set  up  an 
Internet-like  computer  messaging  system  when  he  was  14.  He 
earned  his  real  estate  license  at  18.  And  at  19,  he  licensed  designs 
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from  his  T-shirt  business  to  a  national,  multimil¬ 
lion  dollar  company. 

Still,  Waddell  insists  he  is  a  business 
and  IT  leader  made,  not  born.  And  his  most 
formative  experiences  have  been,  by  most  mea¬ 
sures,  failures. 

After  getting  his  MBA,  he  jumped  at  the 
chance  to  work  with  an  Internet  start-up  at 
a  Midwestern  venture  capital  firm  that  went 
through  an  IPO,  but  eventually  went  out  of 
business.  “I  find  myself  fortunate  that  I  escaped 
without  much  harm,  while  learning  that  busi¬ 
ness  is  about  bottom-line  financial  results— not 
the  euphoria  of  high-growth  website  clicks,” 
Waddell  says.  He  joined  Motorola,  leading  the 
development  of  a  Web-based  product  that  would 
enable  the  equipment  manufacturer  to  bypass 
wireless  carriers  and  sell  to  consumers  directly. 
That  never  happened.  But  Waddell  racked  up 
significant  experience  as  a  corporate  director  for 
a  Fortune  50  company.  Then  it  was  on  to  United 
Airlines,  where  he  helped  lead  development  of  a 
new  joint  venture  in  the  customer  loyalty  space. 
But  after  less  than  a  year,  the  venture’s  partner 
panicked.  United  filed  for  Chapter  11  protec¬ 
tion  later  that  year.  Waddell  eventually  left,  but 
not  before  taking  over  the  P&L  for  United.com 
and  developing  a  reputation  for  driving  strong 
product  strategy  and  delivering  projects  with 
significant  benefits  amid  company  turmoil. 

Corporate  failures  were  leadership-building 
exercises  that  helped  Waddell  deal  with  his  cur¬ 
rent  challenge— turning  around  an  IT  depart¬ 
ment  at  Amtrak,  where  the  business  loathed  IT 
and  had  built  up  the  shadow  IT  organizations 
to  prove  it.  He  credits  his  success  in  rebuilding 
the  broken  business-IT  relationship  partly  to 
his  boss.  “A  key  factor  is  that  [CIO]  Ed  [Trainor] 
has  created  a  safe  environment  where  I  am  not 
afraid  to  take  calculated  risks,”  Waddell  says. 
“When  issues  arise,  he  and  I  work  together  and 
focus  on  how  to  address  and  resolve  them.” 

Trainor  manages  the  risk  of  giving  key  assign¬ 
ments  to  Waddell  and  his  other  top  leaders  through 
“training  and  mentoring,  and  moving  them  judi¬ 
ciously  into  more  responsibility,”  he  says. 

Hicks  wasn’t  the  logical  choice  to  turn  around 
a  Toyota  dealer  extranet  project  that  was  years 
late,  millions  of  dollars  over  budget  and  lacked 
a  business  sponsor.  But  Hicks,  since  elevated  to 
vice  president  of  administrative  services,  turned 
out  to  be  the  man  for  a  floundering  project.  CIO 
Barbra  Cooper  didn’t  want  just  another  IT 
project  manager  to  take  the  wheel,  so  she  took  a 
chance  on  Hicks. 

“Barbra  liked  that  I  didn’t  approach  this 
challenge  with  the  technological  solutions 


Smart  leaders  invest  now  for  the  future.  And  they  don’t  stop 

making  that  investment  when  times  get  tough. 

Honoring  that  steadfast  commitment  to  leadership  development  is  at  the  heart  of 
the  Ones  to  Watch  Awards,  presented  annually  by  CIO  magazine  and  the  CIO  Executive 
Council.  Through  this  award,  we  recognize  the  next  generation  of  IT  leaders  and  the 
CIOs  who've  never  stopped  investing  in  their  talents.  With  our  Standout  awards,  we 
highlight  those  Ones  to  Watch  honorees  who  have  excelled  in  leading  innovation,  busi¬ 
ness  strategy,  project  execution,  team  building  or  organizational  change. 

The  25  men  and  women  who  comprise  the  2009  Ones  to  Watch  honorees  truly 
epitomize  the  spirit  of  business  technology  leadership.  Congratulations  to  all  of  our 
honorees  and  their  CIOs. 
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first.  I  approached  it  from  a  more  management-science  perspec¬ 
tive-financials,  people  and  process— versus  relying  on  what 
the  current  Gantt  chart  said.”  Hicks  turned  the  project  around 
with  high  satisfaction  rates  at  headquarters. 

Indeed,  McFarlan  says,  giving  budding  leaders  project  man¬ 
agement  control  of  ever-larger  programs  is  critical  in  preparing 
them  to  take  over  the  top  IT  spot.  Heading  an  enterprisewide 
project  was  cited  by  77  percent  of  survey  respondents  as  a  “very 
effective”  form  of  leadership  training. 

That  can  be  trickier  on  the  infrastruc¬ 
ture  side.  Before  Modell  took  on  the  cus¬ 
tomer  support  role  at  Red  Cross,  he  focused 
solely  on  project  management,  strategy  and 
software  development.  Two  years  ago,  he 
decided  to  challenge  himself  and  applied 
for  an  infrastructure  role  for  which  he  had 
no  experience.  To  his  surprise,  they  gave 
him  the  reins  of  the  245-person  group  with 
a  $30  million  budget.  “I  appreciate  that 
Mark  [Weischedel]  and  the  previous  CIO 
took  a  risk  and  gave  me  this  opportunity,” 

Modell  says.  “In  this  position,  I’ve  been  able 
to  pull  together  all  of  my  learnings  and  try 
them  out  on  a  larger  scale.”  Modell  trans¬ 
formed  the  department  from  geographically 
to  competency-based,  drove  a  66  percent 
reduction  in  average  IT  case  closure  time 
and  a  96  percent  decrease  in  case  backlog, 
and  led  the  development  of  an  Information 
Technology  Infrastructure  Library  (ITIL) 
incident-management  process. 

Weischedel  says  he  can’t  take  a  chance 
on  just  anyone.  “There  is  a  balance  between 


‘show’  and  ‘grow’  in  an  assignment.  Overextending  someone’s 
responsibilities  beyond  their  performance  capabilities  is  risky 
and  can  be  a  setup  for  failure,”  he  says.  “I  don’t  ever  want  to  put 
someone  in  a  job  they  can’t  succeed  in  doing,  so  it’s  always  a  judg¬ 
ment  call.”  Modell  applied  the  experience  to  his  own  group  at  Red 
Cross.  “As  I’ve  gained  an  understanding  of  my  staff’s  talents,  I’ve 
looked  for  opportunities  to  stretch  them,”  he  says. 

That’s  an  area  of  difficulty  for  the  DOE’s  Cooke  who  knows 
his  staff  needs  stretch  assignments  to  grow.  “In  the  past,  I’ve 
been  guilty  of  taking  on  too  much  per¬ 
sonally  and  not  delegating  enough  to  my 
direct  reports,”  Cooke  says.  “While  it  may- 
take  more  time  initially  to  delegate  to  staff 
and  guide  them,  in  the  long  run  it’s  a  win 
for  all  involved."  As  his  boss,  Department 
of  Energy  CIO  Tom  Pyke  says,  “There  is 
always  a  risk  when  delegating  work,  espe¬ 
cially  when  stretching  individuals  beyond 
their  past  experience.  [But]  this  is  a  key 
part  of  learning  to  be  a  manager  in  any  area, 
including  being  a  CIO.” 

Pyke  is  trying  to  practice  what  he 
preaches  with  all  of  his  staff,  not  just  the 
standouts.  “It’s  always  important  to  chal¬ 
lenge  individuals— all  employees,  not 
just  those  who  have  significant  potential 
as  future  leaders,”  says  Pyke.  “As  these 
individuals  grow,  they  learn  to  apply  a 
similar  model  as  they  mentor  others  who 
are  more  junior  than  themselves.”  BE! 


Stephanie  Overby  is  a  freelance  writer  based 
in  Boston. 


How  We  Chose 
the  Winners 

To  qualify  for  the  2009  Ones  to 
Watch  award,  candidates  had  to  be 
nominated  or  sponsored  by  a  CIO.  A 
29-member  panel  of  working  CIOs, 
who  are  all  members  of  the  CIO 
Executive  Council,  reviewed  and 
rated  the  applications.  Three  CIOs 
scored  each  nominee  on  several 
criteria,  including  expertise  in  a 
range  of  business  and  IT  functions, 
experience  in  leading  a  large  proj¬ 
ect  or  conceiving  a  new  business 
product  and  ability  to  turn  around 
a  troubled  project  or  organization. 
After  a  final  due-diligence  review 
by  CIO's  editors,  we  chose  the  25 
Ones  to  Watch. 


All  nominees  were  critiqued  by  three  members  of  our  judging  panel 
who  participate  in  the  CIO  Executive  Council. 
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Virtual  Tape  Solutions: 

Reining  in  TCO  in  Turbulent  Times 


Gary  Brown 

VICE  PRESIDENT  OF  STORAGE,  FORSYTHE 

As  vice  president  of  storage  at  Forsythe,  Gary  Brown  is  responsible  for 
developing  and  implementing  client  solutions  in  the  area  of  optimized 
information  management  and  storage,  including  tiered  storage,  backup 
and  recovery,  virtualization  and  storage  networks. 


Whether  it’s  time  for  a  technology  refresh, 
a  lease  renewal  or  simply  cost  cutting,  vir¬ 
tual  tape  solutions  are  breathing  new  life — 
and  dramatic  savings— into  mainframe  IT 
shops.  Gary  Brown,  vice  president  of  stor¬ 
age  for  Forsythe,  a  Skokie,  Illinois-based 
IT  infrastructure  integrator,  explores  the 
potential  net  gain  of  “going  virtual.” 

Why  are  virtual  tape  systems  so 
attractive  today? 

Traditional  tape  is  slow,  so  IT  shops 
typically  look  at  virtual  solutions— such 
as  EMC’s  Disk  Library  for  mainframe 
(DLm)— to  improve  performance.  That’s 
a  compelling  reason  to  invest,  but  deeper 
digging  reveals  other  reasons,  such  as  risk 
mitigation.  Tape  isn’t  the  most  rugged 
medium,  can  be  lost  and  is  difficult  to 


restore.  But  with  virtualization,  it’s  all 
on  disk,  so  there’s  no  risk  of  breakage  or 
loss.  Additionally,  with  the  EMC  DLm, 
the  disk  is  constantly  scrubbing,  checking 
and  protecting  itself,  so  the  data  is  avail¬ 
able  when  you  need  it.  Most  profoundly, 
though,  virtual  tape  solutions  eliminate 
the  media  handling  element,  which  is 
expensive  and  creates  risk. 

Where  are  the  greatest  costs  in  tape 
management? 

With  traditional  tape,  there  are  five  major 
areas  for  spending.  First,  these  systems 
use  a  lot  of  costly  floor  space.  Second, 
you  have  an  immense  amount  of  media 
handling,  from  purchasing  and  process¬ 


ing  to  storage  and  recall.  That  adds  up  to  a 
lot  of  human  intervention  and  fees.  Third, 
mainframe  processing  is  expensive;  we’re 
talking  tens  of  thousands  of  dollars  per 
MIPS  (million  instructions  per  second), 
with  mainframe  MIPS  upgrades  costing 
tens  of  thousands.  Fourth,  recovery  oper¬ 
ations  become  a  drain,  because  you  have 
to  recall,  ship  and  load  the  tapes.  Finally, 
tape  formats  change  roughly  every  two 
years  and  conversion  to  any  new  format  is 
a  time,  resource  and  money  drain. 

Where  do  virtual  solutions  offer  the 
most  substantial  savings? 

Virtualization  makes  a  difference  in  all 
five  areas.  Virtual  solutions  such  as  the 
EMC  DLm  are  one-tenth  the  footprint; 
a  1,000-square-foot  tape  environment 


translates  into  100  square  feet  for  virtual 
tape  systems.  More  important,  with  no 
tape,  there  are  no  purchasing,  handling  or 
off-site  storage  and  recall  fees.  At  the  same 
time,  you  eliminate  costly  MIPS.  And 
virtual  tape  recovery  operations,  such  as 
using  replication  and  snapshot  features 
of  the  EMC  DLm,  are  electronic,  reduc¬ 
ing  the  recovery  time  by  tens  of  hours. 
Finally,  virtual  tape  “future-proofs”  us 
from  the  media  migration  problem,  for 
untold  savings. 

Can  you  cite  dollar  savings? 

We’ve  compared  the  costs  associated  with 
a  midmarket  environment— pitting  tradi¬ 
tional  tape  against  an  EMC  DLm  virtual 


library  approach— across  all  five  savings 
areas,  with  telling  results.  In  floor  space, 
the  company  recoups  roughly  $450,000. 
There  is  zero  media  handling  with  virtual 
tape,  which  cuts  $680,000.  It  also  saves 
$300,000  and  $400,000,  respectively,  in 
MIPS  and  recovery.  And  the  company 
eliminates  another  $50,000  in  migration 
costs.  Of  course,  there  are  costs  associ¬ 
ated  with  a  virtual  system  setup  and  initial 
migration,  and  virtualization  can  use  more 
power.  With  all  that  considered,  a  com¬ 
pany  still  sees  a  net  savings  of  $1.75  million. 

How  can  Forsythe  help? 

Forsythe  helps  you  validate  “going  virtual” 
by  running  two  parallel  tracks— economic 
and  technical.  You  want  to  look  at  TCO 
reductions,  ROI  and  payback  period, 
for  which  Forsythe  has  built  specific 
economic  models.  At  the  same  time,  the 
technology  needs  to  fit.  So  we  collect  data 
to  size  the  DLm  appropriately,  make  sure 
it’s  timed  properly  and  determine  what’s 
needed  for  integration  and  migration. 
Once  these  tracks  are  married  together, 
you  should  be  able  to  stand  behind  your 
technology  decision  and  present  the  nec¬ 
essary  economic  benefits. 


FOR  MORE  INFORMATION: 

Check  out  "Go  Virtual  for  Storage — and  Cut 
Costs"  at  www.cio.com/whitepapers/ 
forsythe  and  "The  Virtual  Solution"  at 
www.cio.com/webcasts/forsythe/vts 

FORSYTHE 

Realize  the  business  value  of  IT." 


CIO 


Custom  Solutions  Group 


“Virtual  tape  ‘future-proofs’  us  from 
the  media  migration  problem,  for 
untold  savings.” 


Be  Recognized  and  Rewarded 

Successful  IT  professional  individuals  and  teams.  If  you've 
really  made  an  impact: 

♦  Managing  your  client  fleet 

♦  Managing  your  data  center 

TELL  US  ABOUT  IT.  Share  your  best  practices  and  the  results 
they've  generated  for  your  organization.  You  could  be  named 
an  Intel  Premier  IT  Knowledge  Awards  winner.  It's  all  about 
recognition  for  you,  your  team,  and  your  organization,  part  of 
the  Intel  Premier  IT  Knowledge  Awards. 


PRESENTED  BY: 


CIO 


Custom  Solutions  Group 


Two  awards  will  be  chosen  by  a  panel  of  judges  from  Intel  and 
CIO.  One  award  winner  will  also  be  chosen  by  your  IT  colleagues 
who  are  members  of  the  Intel  Premier  IT  Professional  program 

(http://ipip.intel.com) 


For  the  full  rules,  criteria,  nomination  forms,  and  additional 
information,  go  to  www.premierlTawards.com. 


To  learn  more  about  the  Premier  Knowledge  Awards  program,  and  to  access  the 
application,  go  to:  www.premierlTawards.com. 


Get  Recognized 

You'll  be  profiled  in  an  upcoming  issue  of  CIO  magazine.  And  the  handsome  plague 
furnished  for  your  office  will  remind  you  and  your  colleagues  of  your  achievements. 

Get  Rewarded 

To  celebrate  your  success,  winners  will  be  invited  to  be  our  guest  at  either  the 
CIO  1 00  Symposium  &  Awards  at  the  Broadmoor  in  Colorado  Springs,  or  at  CIO: 

The  Year  Ahead  at  the  Renaissance  Esmeralda  Resort  in  Indian  Wells,  CA. 


CIO  1 00  Symposium  &  Awards,  August  23-25  CIO:  The  Year  Ahead,  November  8- 1 0 


peer  advice  from  the  cio  executive  council 


SOUNDING  BOARD 

Attracting  the  Next  Generation 

To  begin  filling  the  gaps  that  retirement  will  cause,  CIOs  need  to 
make  IT  careers  exciting  for  the  youth  in  their  communities 


BARBARA  ROSTER,  PRUDENTIAL  FINANCIAL 

FIND  A  PARTNER 

Getting  kids  excited  about  working  in  IT  is  a  personal  passion  for  me,  and  I  think 
that’s  necessary  for  any  CIO  who  gets  involved— you  have  to  put  a  lot  of  effort  into  it 
outside  of  your  professional  capacity.  The  return  comes  when  you  open  up  the  students’ 
eyes  to  the  fact  that  technology  isn’t  just  coding— there  are  so  many  other  jobs  involved 
in  creating  new  applications  and  solutions.  That’s  when  they  get  excited. 

You  don’t  have  to  shoulder  the  whole  burden.  There  are  programs  and  people  to 
partner  with;  you  just  have  to  find  them.  Several  members  of  my  management  team 
were  attending  graduate  classes  at  Columbia  University.  If  they  hadn’t  brought  me  the 
ideas  of  one  of  the  professors  for  getting  kids  into  the  IT  workforce,  we  never  would  have 
become  partners.  Columbia  couldn’t  do  it  on  their  own;  they  needed  companies  ►  ►  ► 

The  CIO  Executive  Council  is  a  global  peer  advisory  service  and  professional  association  of 
more  than  500  CIOs,  founded  by  CIO's  publisher.  To  learn  more,  visit  council.cio.com. 


Barbara 
Koster,  SVP  and 

CIO,  Prudential 
Financial 


Eric  Hungate, 

-  Association  of 

School  Boards 


Jesse  Carrillo, 

VP  and  CIO,  Hines 
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to  help.  We  were  the  first  to  sponsor  the  university’s  Workforce 
Outsource  Services  program,  which  provides  high  school  stu¬ 
dents  the  opportunity  to  attend  a  16-week  certification  program. 
It  includes  working  part  time  for  partner  companies  in  New  Jer¬ 
sey  and  New  York  (learn  the  details  through  the  Connect  box  at 
council.cio.com). 

The  program  is  now  a  key  component  of  our  IT  recruitment 
strategy,  helping  build  our  pipeline  across  the  company.  The 
interns  are  good  at  coming  up  with  ideas  for  how  to  solve  business 
problems  with  technology,  but  the  best  part  is  the  opportunity  we 
give  young  people  to  have  a  future  career  in  IT. 

ERIC  HUNGATE, 

TEXAS  ASSOCIATION  OF  SCHOOL  BOARDS 

INFLUENCE  EDUCATION  AS  A  LOCAL  EMPLOYER 
The  sweet  spot  for  CIOs  to  hit  is  the  middle-school  level.  Get 
involved  with  your  local  schools’  curriculum  boards  and  help 
develop  classes  that  will  grab  the  attention  and  imagination  of 
kids.  By  the  time  they’re  in  eighth  grade,  they  need  to  know  that 
the  technical  field  is  interesting;  otherwise,  many  of  them  will  fall 
behind  and  won’t  have  the  skills  or  knowledge  to  decide  later  that 
they  want  to  be  in  IT.  I’m  working  with  several  schools  now  that  are 
developing  programs  that  will  prepare  students  for  pursing  techni¬ 
cal  degrees,  which  could  serve  as  models  across  the  country. 

By  helping  to  develop  technology-related  curricula  with  practical 
applications,  CIOs  can  help  bridge  the  significant  divide  between 
the  middle  schools  and  high  schools,  and  the  colleges  and  universi¬ 
ties.  Too  many  in  higher  education  look  down  on  what  the  middle 
and  high  schools  are  teaching.  But  if  CIOs  were  to  step  in  as  local 
employers  and  industry  leaders— by  setting  their  stamp  of  approval 
on  the  curriculum  as  one  that  will  prepare  kids  to  be  hired  out  of 
college— that  could  make  a  huge  difference. 

JESSE  CARRILLO,  HINES 

PREPARE  THEM  FOR  THE  WORKING  CULTURE 
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Business 
Leadership  Skills 


Competencies  Performance 
Benchmarks 


What:  The  Executive 
Competencies  Assess¬ 
ment  tool  was  adapted  by 
the  CIO  Executive  Council 
from  a  talent  appraisal 
used  by  Egon  Zehnder 
International.  Use  it  to  rate 
and  benchmark  your  pro-  .=_ 
ficiency  in  nine  leadership 

competencies  common  to  all  senior  executives  includ¬ 
ing  change  leadership,  strategic  orientation,  customer 
focus,  people  development  and  more. 

Why:  Current  and  aspiring  CIOs  need  a  balanced  comple¬ 
ment  of  leadership  skills  that  extend  beyond  expertise  in 
running  the  IT  function.  CIOs  can  call  on  the  various  com¬ 
petencies  in  their  leadership  portfolio  depending  on  the 
current  needs  and  priorities  of  the  business.  CEOs  have 
the  most  well-rounded  competency  portfolio,  according 
to  Egon  Zehnder  research,  and  if  CIOs  want  to  be  a  full 
business  partner  and  contributor,  it  pays  to  cultivate  the 
CEO's  same  broad  skill  set. 


How:  Choose  the  statements  that  best  exemplify 
your  typical  leadership  behaviors.  The  tool  will  com¬ 
pute  your  performance  rating  for  each  competency, 
on  a  scale  of  one  to  seven,  and  will  compare  that 
to  benchmarks  for  typical  and  world-class  CIOs  and 
C-suite  executives. 


To  download  the  tool,  go  to  the 
connect  box  at  council.cio.com. 


What  first  made  me  excited  to  work  with  Genesys  Works  in 
Houston  was  its  summer  boot  camp,  an  eight-week  training  pro¬ 
gram  for  inner-city  students.  While  they  learn  the  technical  skills, 
they  also  learn  about  workplace  culture  and  how  to  be  a  member 
of  a  corporate  team,  which  are  skills  that  aren’t  easy  to  learn  in  a 
classroom  and  will  serve  them  for  life.  It’s  an  eye-opening  experi¬ 
ence  for  most  of  them. 

Because  they  have  that  preparation,  when  I  bring  a  student  in 
as  an  intern,  they  immediately  become  part  of  the  team.  They’re 
on  project  teams  and  interacting  with  users,  and  we  try  to  get 
rid  of  that  “intern”  label  as  soon  as  possible  because  they  are  full 
contributors  for  the  time  they  are  here. 

Genesys  Works  is  now  expanding  into  other  cities,  starting 
with  Minneapolis-St.  Paul,  and  their  model  is  one  anyone  around 
the  country  can  use  to  do  more  than  just  teach  kids  about  technol¬ 
ogy  opportunities. 
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What  the  Next  Generation 
Needs to  Lead 

Live  CIO  Teleconference 

June  3, 11:00  a. m. -12:00  p.m.  U.S./Eastern 

Join  four  rising  IT  leaders  in  the  Council's  Pathways 
leadership  program  to  discuss  what  they  are  doing  to 
become  tomorrow's  CIOs. 

CIO  PANELISTS: 
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►  Bill  Bowman,  Bright  Horizons 
Family  Solutions 

►  Phil  LeBrun,  McDonald's 

►  Tonya  Ruscoe, 

Holiday  Retirement 


o 

o 


Wendy  Saadi,  City  of  Mesa 


To  register 
goto  council 
.cio.com. 
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Leading 

GenY 

Purdue  University  CIO 

Gerry  McCartney  advises 
providing  constant  feedback, 
questioning  old  rules  and 
framing  responsibility 
and  mission 


As  CIOs,  how  should  we  connect  with  our  youngest  team  members? 


My  generation-the 
Baby  Boomers-really 
like  being  liked  as 
bosses.  That  is  impor¬ 
tant  to  us.  But  that 
mentality  is  not  helping 
our  Gen  Y  employ¬ 
ees.  For  CIOs  to  lead 
younger  people  and 
bring  them  into  line, 
everything  turns  to 
managing  expecta¬ 
tions. 

A  winning  tactic  I've 
found  useful  is  to  con¬ 
stantly  state  flat  out 
that  if  they  do  these 
certain  things,  they  are 
going  to  be  successful. 
Then  when  they  do 
those  things,  you  must 
give  them  immediate 
feedback  and,  if  you 
can,  reward  and  salute 
them  then  and  there. 

Feedback  isn't  an 
annual  review. 

The  immediacy  of  the 


feedback  is  the  key. 
What  doesn't  work  well 
is  having  the  view  that 
you  come  in  and  work 
hard  every  day,  and 
knowing  that  you've 
done  hard  work  should 
be  a  sufficient  reward. 
The  younger  genera¬ 
tions  need  to  be  told 
that  they've  done  well. 
The  quiet  hero  is  not 
part  of  their  world  view. 
Quiet  is  translated  as 
passive  or  uncaring, 

Likewise,  the  old 
model  of  one  perfor¬ 
mance  review  a  year 
is  not  going  to  get  the 
response  you  want. 
Constant  feedback  will. 
That  feedback  has  got 
to  be  thoughtful,  and 
it's  important  to  explain 
the  "why"  of  things. 

If  done  well,  this  can 
even  serve  as  formal 
mentoring. 

There  is  something 


to  the  idea  that  this 
generation  has  a  sense 
of  entitlement,  but  that 
can  be  a  good  thing  as 
long  as  it  comes  with  a 
sense  of  responsibility. 

Why  get  up  in  the 
morning? 

The  question  for  us  is 
whether  the  discipline 
of  coming  into  the 
office  for  specific  hours 
is  a  necessary  artifact 
of  the  workplace  or 
some  hangover  from 
the  factory  model.  We 
were  taught  to  come 
in,  wear  this  kind  of 
uniform,  do  this  kind 
of  work.  Maybe  that's 
the  wrong  model  now, 
and  maybe  GenY  is  an 
agent  of  that  change. 
It's  something  for  each 
CIO  to  weigh;  we  must 
strike  a  balance  that 
fits  our  organizations, 
Discipline  aside, 


instilling  responsibility 
is  part  of  a  CIO's  job  as 
the  leader.  Give  them 
projects  with  goals, 
even  if  it's  maintenance 
work  framed  as  a  proj¬ 
ect.  At  Purdue,  I  also 
reinforce  that  after 
protecting  borders  and 
saving  lives,  ours  is  the 
third  most  important 
job  in  this  country- 
educating  people.  On 
a  wet  Tuesday,  that's  a 
worthy  job  to  get  up  to. 
Every  CIO  should  iden¬ 
tify  that  driver  for  their 
own  organization  and 
communicate  it  to  raise 
their  employees'  sense 
of  purpose  and  pride  in 
what  they  do. 


McCartney  is  CIO  and  VP 
of  IT  at  Purdue  University 
and  a  Council  member. 
E-mail  topics  or  questions 
for  mentors  to  connecW 
cio.com. 
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For  the  past  20  years,  we've 
built  our  business  to  serve  over 
1,000  clients  in  25  countries. 
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Ross  Perot,  Jr. 
Chairman 


And  we  built  it  all  on  trust. 


Twenty  years  ago,  over  breakfast,  Ross  Perot,  Sr.  founded  a 
company  with  a  promise:  to  build  each  relationship  based  on  trust. 

For  two  decades,  Perot  Systems  has  been  providing  business 
solutions  and  information  technology  services  that  help 
companies  achieve  results,  improve  operations  and  maximize 
return  on  investment. 

In  today's  business  climate,  trust  and  confidence  are  more  crucial 
than  ever.  Perot  Systems  will  provide  the  trustworthy  solutions  and 
experience  you  need  to  win. 

Let  us  learn  how  we  can  help  you  meet  your  toughest  challenges. 


perotsystems 

Break  Through 

perotsystems.com 
1-888-31  PEROT 


Applications  |  Business  Process  |  Consulting  |  Infrastructure 


©.2009  Perot  Systems  All  Rights  Reserved  PEROT  SYSTEMS  and  the  PEROT  SYSTEMS  logo  are  registered  or  unregistered  trademarks  of  Perot  Systems  in  the  USA  and  other  countries. 
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Leadership  development 
opportunities  are  not  all  cre¬ 
ated  equal.  In  fact,  some  popular 
approaches  come  up  surprisingly 
short  in  effectiveness,  according 
to  90  aspiring  IT  leaders-those 
on  the  CIO  track  such  as  the  Ones 
to  Watch  nominees  (Read  "Forg¬ 
ing  Good  Leaders  in  Bad  Times," 
Page  40)  and  participants  in  the 
Council's  Pathways  leadership 
development  program.  They  told 
us  which  opportunities  they  took 
advantage  of  and  which  ones 
they  considered  very  effective  in 
improving  their  business  and  IT 
leadership  chops. 


marks 


LEADERSHIP  DEVELOPMENT 


Effectiveness  of  Leadership  Opportunities 


■  Participated  in  the  opportunity  ■  Rated  the  opportunity  "very  effective" 


Heading  an  enterprisewide  project 
Being  a  mentor 
Executive  education  programs 
Mentoring/coaching  by  senior  staff 
Stretching  assignments 
Leading  a  governance  or  steering  committee 
Cross-departmental/functional  training 


Participating  in  formal  succession  program 
Presenting  to  board  of  directors 
Stepping  into  CIO  role  (more  than  few  days) 
Overseas  assignment 
Serving  on  board  of  directors  (internal/external) 


On  Their  Minds 

What  are  rising  IT  leaders  asking  their  mentors  these  days? 
Here's  what's  come  up  in  the  group  mentoring  sessions  of 
the  Council's  Pathways  leadership  development  program. 

Rising  in  Adversity 

appropriate  decisions 

morale,  elevate  busi-  j 

How  to  use  the  eco¬ 

along  the  way 

ness  relationships  and 

nomic  crisis  as  an 

develop  a  sense  of 

opportunity  to  shine 

Inspiring 

tempered  optimism 

as  leaders  and  reinforce 

Creativity 

about  the  future 

our  personal  brands 

How  to  rally  staff  and 
business  partners  to 

Striving  for  Zen 

Achieving  the 

identify  opportunities 

Stress-relieving 

Future 

to  add  immediate  value 

techniques 

Destination  planning- 

during  these  difficult 

deciding  where  to  go 

times 

Role  Models 

in  our  careers  and  how 

Common  characteristics 

to  hone  in  on  a  long¬ 

Getting  Positive 

that  make  some  leaders 

term  plan  and  make 

Ways  to  build  staff 

"the  best  boss  ever" 

Turn  Geeks  into  Leaders  Experience  a  live  Pathways  leadership  development 
seminar:  Larry  Bonfante,  CIO  of  the  U.S.  Tennis  Association,  will  discuss  the  skills  and 
approaches  that  your  rising  IT  leaders  must  learn  to  be  effective  in  an  executive  capacity. 

June  17, 11:30  AM  U.S./ET.  Register  at  the  Connect  box  at  council.cio.com. 
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Jorge  Herranz, 

Director  of  Business  Intelligence, 
Sony  Pictures  Home  Entertainment 

Herranz,  two  levels  down  from 
Sony  Pictures  CIO  Rick  Hopfer,  is 
pursuing  development  as  a  well- 
rounded  business/IT  leader.  He  is: 

11  Finding  opportunity  to  stand 
out  by  helping  Sony  Pictures 
achieve  more  with  less; 

11  Coleading  efforts  to  better 
leverage  Bl  studiowide; 

11  Assigning  direct  reports  to 
streamline  the  Home  Enter¬ 
tainment  division's  processes; 

11  Rereading  Good  to  Great,  with 
focus  on  the  disciplined  cul¬ 
ture  of  delivery  and  execution. 
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CIO  VIRTUAL  FORUM 


Navigating  Through 
Dynamic  Times 

May  19,  2009,  9:30  a.m.  to  6:30  p.m.  EDT 


www.cio.com/virtua  I  -conferences/cisco 


are  adapting  their  business 
business  landscape,  register  today. 


Topics  Include: 

Welcome  Video  Message  by  John  Chambers, 
Chairman  and  CEO,  Cisco 


INNOVATION  AS  A  GROWTH  STRATEGY 


SPEAKERS:  Rebecca  Jacoby,  SVP  and  CIO, 


Cisco;  Bob  Melk,  Publisher,  CIO 


THE  COLLABORATION  STIMULUS  PLAN 


SPEAKERS:  Alan  Cohen,  VP,  Enterprise  Solutions, 
Cisco;  Marcus  Bost,  CIO,  Adena  Health  Systems; 


Bob  Melk,  Publisher,  CIO 


SOLVING  THE  IT  FUNDING  CHALLENGE 


11^1111 


SPEAKERS:  Frank  Calderoni,  EVP  and  CFO,  Cisco; 


Randy  Lhowe,  CIO,  Commercial  Vehicle  Group: 
Maryfran  Johnson,  Editor  in  Chief,  CIO 

— — 
SPEAKERS:  Laura  Ipsen,  SVP,  Cisco;  Peter 
Tseronis,  Deputy  Associate  CIO,  US  Dept  of 
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i 
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FEATURED  SESSION: 

REBECCA  JACOBY, 

SVP  and  CIO,  CISCO 


Energy;  Gary  Beach,  Publisher  Emeritus,  CIO 
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At  Home  at  the  Races 


V 


Churchill  Downs,  which  runs  the  May  2nd  Ken¬ 
tucky  Derby,  is  spending  millions  this  year  on  video, 
says  EVP  of  technology  initiatives  Vernon  Niven. 

“We  believe  online  entertainment  is  the  future  of 
the  [horse  racing]  business,”  says  Niven,  who  cur¬ 
rently  is  deploying  products  such  as  Adobe  Media 
and  Windows  Media  to  be  able  to  provide  new,  high- 
definition-quality  video  to  viewers.  “We  are  using 
technology  to  expand  the  Derby  to  your  home.” 

First  launched  in  2006,  Twinspires.com  uses 


a  combination  of  live  video  streams  and  Churchill 
Downs’s  homegrown  interactive  wagering  appli¬ 
cation  to  accommodate  millions  of  fans  across  the 
country.  Horse-racing  enthusiasts  have  a  landing 
page  for  all  their  betting  needs:  statistics,  handicaps, 
horse  information  and  live  video  of  all  50,000  U.S. 
horse  races  each  year.  Users  with  a  Web-enabled 
device  such  as  a  laptop,  PC  or  PlayStation  3  to  can 
even  display  the  races  on  their  own  TVs— up  to  five 
tracks  at  a  time.  -Jarina  D’Auria 
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Andy  Roddick  has  the  fastest  serve 


in  tennis,  but  Bill  Kurtis  is  faster 
On  the  Internet 


FREE 

With  the  AT&T  3G  LaptopConnect  card,  after  mail-in  rebate 


download,  surf,  and  stream  faster  from  virtually 
anywhere  on  the  nation's  fastest  3G  network. 


USBConnect  Mercury  AirCard 

Pay  $99.99  for  card  and  after  mait-in 
rebate,  receive  $100  AT&T  Promotion  Card. 
$60/mo.  DataConnect  plan  &  2-year  svc 
agreement  required. 


Go  to  att.com/laptopconnect  or  visit  your  nearest  AT&T  store. 


The  most  phones  that  work  in  the  most  countries. 

!G  not  available  in  all  areas.  Coverage  is  not  available  in  all  areas.  See  coverage  map  at  stores  for  details.  Limited-time  offer.  Other  conditions  &  restrictions  apply.  See  contract  &  rate  plan 
)rochure  for  details.  Subscriber  must  live  &  have  a  mailing  addr.  within  AT&T’s  owned  wireless  network  coverage  area.  Early  Termination  Fee:  None  if  cancelled  in  the  first  30  days,  but  up  to  $20 
estocking  fee  may  apply  to  equipment  returns;  thereafter  up  to  $175.  Some  agents  impose  add’l  fees.  AT&T  Promotion  Card:  Allow  60  days  for  fulfillment.  Card  request  must  be  postmarked  by 
718/09  &  you  must  be  a  customer  for  30  consecutive  days  to  receive  card.  DataConnect  plan  is  not  unlimited  &  substantial  charges  may  be  incurred  if  included  allowance  is  exceeded.  Sales  tax 
:alcutated  based  on  price  of  unactivated  equipment.  ©2009  AT&T  Intellectual  Property.  Service  provided  by  AT&T  Mobility.  All  rights  reserved.  AT&T,  the  AT&T  logo,  and  all  other  marks  contained  herein 
ire  trademarks  of  AT&T  Intellectual  Property  and/or  AT&T  affiliated  companies.  All  other  marks  contained  herein  are  the  property  of  their  respective  owners. 


Smart 


ALTERNATIVE  THINKING  ABOUT  SERVER  ECONOMICS 


Perform  like  a  superstar 
Save  like  an  accountant 


Now  more  than  ever,  you  need  your  money  to  work  harder.  With  the  new  generation 
of  HP  ProLiant  G6  Servers  with  Intel®  Xeon®  processor  5500  series  you  dramatically 
improve  energy  efficiency,  flexibility  and  performance.  And  more  reliability  in  each 
system  means  you  can  reduce  business  risk  as  you  increase  your  productivity. 

Decrease  your  IT  support  costs  to  an  absolute  minimum.  HP  Insight  Control  Suite  (ICE) 
will  help  you  to  reduce  operational  expenses  by  up  to  $48,380  per  100  users.* 

For  total  peace  of  mind,  HP  Care  Pack  Services  deliver  industry  leading  automated 
24X7  system  monitoring,  diagnosis  and  fault  notification  to  protect  your  investment. 

Making  you  and  your  business  shine. 

Technology  for  better  business  outcomes. 


•  Up  to  two  Intel®  Xeon®  Pro 
5500  Series 

•  144  GB  maximum  memor 

•  Supports  up  to  8  small  for 
high-performance  SAS  ha 

•  HP  ProLiant  Onboard  Adn 
powered  by  Integrated  Lij 


mart 


Special  0%  financing  for  up  to  36  months  also  available.1 
To  learn  more,  call  1-866-625-0804  or  visit  hp.com/go/G6superstar2 


'Source:  IDC  white  Paper  sponsored  by  HP,  "Gaining  Business  Value  and  ROI  with  HP  Insight  Control”  Document  #210479,  Feb  2008.  "Prices  shown  ore  HP  Direct  prices;  reseller  and  retail  prices  may  vary.  Prices  shown  ore  subject  to  change  and  do  not  include  applicable  state  and  local 
toxesorshippingtorecipient'saddress.Offersconnotbecombinedwithonyotherofferorlscountandaregoodwhilesupplieslast.AllfenturedoffersovailcbleinU.S.only.  Savings  bosed  on  HP  published  list  price  of  confiaure-to-oraer  equivalent  (Enclosure:  S5,8 1 8—52,3 1 9  insfont  savings 
= SmartBuy  price  of  S3, 499;  Bl  Server:  53,383-5350  instant  savings  =  SmcrtBuy  price  of  53,033;  Dl  Server:  53,731-5762  instont  savings = SmortBuy  price  of  52,969.  Financing  available  through  Hewlett-Packard  Financial  Services  Company  and  its  subsidiaries  'HPFSC)  to  qualified 
commercial  customers  in  the  U.S.  ond  is  subject  to  credit  approval  ana  execution  of  standard  HPFSC  documentation.  Prices  shown  are  based  on  a  lease  48  months  in  term  with  a  fair  market  value  purchase  option  attheend  of  the  term  and  ore  valid  throughJuly  31, 2009.  Otherrates  apply 
for  oftief  terms  and  transaction  sizes.  Financing  is  available  on  transactions  greater  than  $349.  Other  charges  ond  restrictions  may  apply.  HPFSC  reserves  the  right  to  change  or  concet  this  program  ot  any  time  without  notice,  t  Financing  available  through  Hewlett  Packard  Financial  Services 
Company  and  its  subsidiaries  (HPF5C!  to  qualified  commercial  customers  in  the  USandCanodo  and  is  subject  to  credit  approval  ond  execution  of  standard  HPFSC  documentation.  Offer  valid  through  July  31, 2009  on  transactions  in  the  United  States  between  $1,500  and  $1 50,000  USD 
ond  in  Canada  between  S5.000  CAD  ond  5150,000  CAD.  Zeio  percent  financing  ossumes  transaction  is  documented  os  a  lease  with  a  51  end-of-term  purchase  option  (or  local  country  equivalent),  assuming  lessee  is  not  required  to  pay  any  nominal  end-of-term  puichase  price  ot  the  end 
of  the  lease  term  and  disregarding  any  chonges  payable  by  lessee  other  than  rent  payments  such  as  maintenance,  taxes,  fees  ond  shipping.  This  offer  cannot  be  combined  with  any  other  rebate,  discount  or  promotion  without  prior  approval  by  HP  ond  HPFSC.  Rotes  ore  based  on  customer's 
credit  rating,  financing  terms,  offering  types,  equipment  type  ond  options.  Not  all  HP  products  are  eligible  for  the  O^o  lease  rate.  Not  all  customers  moy  qualify  for  these  rates.  Other  restrictions  may  apply.  HPFSC  reserves  the  right  to  change  or  cancel  this  program  at  any  time  without  notice. 
Intel,  the  Intel  logo,  Xeon  and  Xeon  Inside  are  trademarks  of  Intel  Corporation  in  the  U.S.  and  other  countries. 

©2009  Hewlett-Packard  Development  Company,  l.P.  The  information  contained  herein  is  subject  to  change  without  notice. 


